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Summary of the Ph.D. thesis  
This Ph.D. dissertation investigates some International Business (IB) issues, which emerge 
from a specific context of research. The study takes inspiration from one of the most 
currently debated phenomena in IB literature, i.e. the internationalization of Emerging Market 
(EM) firms. The recent global emergence of these firms is substantial and particularly 
interesting under several points of view, especially because the IB literature has traditionally 
been dominated by western-centric theories, whose applicability to the case of EM firms 
might be questionable.  
The present Ph.D. thesis recommends an approach to the study of the internationalization of 
EM firms that can contribute to the advancement of IB literature in general. This is illustrated 
by the four research articles of the thesis, where a single-country EM context is used to draw 
general implications useful for researchers, practitioners and policy makers.  
More in details, the first paper “Emerging market firms’ acquisitions in advanced markets: 
Matching strategy with resource-, institution- and industry-based antecedents” studies the 
antecedents that can affect the motivations for the acquisitions that EM firms undertake in 
advanced markets. The second article, entitled “Time to internationalization and evolving 
institutions: An event history analysis of Indian firms”, analyzes domestic firms’ earlier 
versus later internationalization, during a period of radical institutional changes. The third 
paper, “The role of Overseas National Ownership in Outward FDI: A study of the Indian 
diaspora”, studies how the presence of overseas national shareholders can influence 
homeland firms' outward FDI. Finally, the last article is entitled "Business groups’ 
internationalization: The role of the domestic geographical scope" and analyzes one possible 
explanation for business groups’ internationalization, from an organizational learning 
perspective.  
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The Ph.D. thesis is empirically based on a very comprehensive sample of Indian firms. The 
data are collected from different sources, i.e. the Prowess database, the Zephyr database, the 
Indian Census and the World Competitiveness Yearbook. The potential value of this single-
country context perspective is highlighted throughout the Ph.D. thesis, and clearly emerges 
while I address the different issues of the four research articles.  
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Resume på Dansk  
Denne Ph.d. afhandling udforsker en række emner vedrørende International Business (IB), 
som udspringer af en specifik kontekstuel forskning. Undersøgelsen er inspireret af et af de 
mest aktuelt debatterede fænomener i IB litteratur, nemlig internationaliseringen af Emerging 
Market (EM) virksomheder. Den nyere globale fremkomst af disse virksomheder er væsentlig 
og særlig interessant fra flere synsvinkler, især fordi IB litteratur traditionelt har været 
domineret af teorier med fokus på den vestlige del af verden, hvis anvendelighed kan 
diskuteres når de skal appliceres på EM virksomheder. 
Nærværende Ph.d. afhandling anbefaler en tilgang til studiet af internationaliseringen af EM 
virksomheder, der kan bidrage til at fremme IB litteraturen i al almindelighed. Dette 
illustreres af de fire forskningsartikler i afhandlingen, hvor et enkelt lands EM kontekst bliver 
brugt til at drage generelle konsekvenser, som er brugbare for forskere, ledere i virksomheder 
og politiske beslutningstagere.  
Helt konkret undersøger den første artikel, ”Emerging market firms’ acquisitions in advanced 
markets: Matching strategy with resource-, institution- and industry-based antecedents", de 
forudgående begivenheder der kan påvirke motivationerne til de opkøb som EM 
virksomhederne foretager i udvidede markeder. Den anden artikel, "Time to 
internationalization and evolving institutions: An event history analysis of Indian firms", 
analyserer og sammenstiller indenlandske virksomheders tidlige og sene internationalisering i 
en periode med radikale institutionelle ændringer. Tredje artikel, "The role of Overseas 
National Ownership in Outward FDI: A study of the Indian diaspora", undersøger hvordan 
tilstedeværelsen af ”overseas national” aktionærer kan påvirke indenlandske virksomheders 
”Outward FDI”. Den sidste artikel, "Business groups’ internationalization: The role of the 
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domestic geographical scope", analyserer en mulig forklaring på virksomhedsgruppers 
internationalisering ud fra et organisatorisk læringsperspektiv. 
Empirisk baserer Ph.d. afhandlingen sig på et meget omfattende udvalg af indiske 
virksomheder. Data er indsamlet fra forskellige kilder som Prowess og Zephyr databaserne 
samt statisitikker fra the Indian Census og the World Competitiveness Yearbook. Den 
potentielle værdi af konteksten for dette enkelte lands perspektiv er fremhævet igennem hele 
afhandlingen, og fremgår tydeligt i arbejdet med at diskutere de forskellige emner i de fire 
forskningsartikler. 
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PART ONE:  
THESIS INTRODUCTION  
 
1. THEME AND OUTLINE OF THE PH.D. THESIS  
1.1 Objective of the Ph.D. thesis  
This Ph.D. dissertation investigates some International Business (IB) issues, which emerge 
from a specific single-country context. The study takes inspiration from one of the most 
currently debated phenomena in IB literature, i.e. the internationalization of Emerging Market 
(EM) firms. This does not represent a completely new phenomenon, since some of these 
firms have internationalized in the past during what the literature defines as their first wave of 
internationalization (cf. Lall, 1982, 1983; Wells, 1983).  
The most recent EM firms emergence, which followed the home countries’ liberalizations 
from the 1970s onwards, is however more substantial and different in quality, as other 
scholars have pointed out (e.g., Gammeltoft, 2008). In addition to this, the fact that the IB 
literature has traditionally been dominated by western-centric theories has fuelled a debate 
concerning their applicability to the EM firms’ case.  
The internationalization of EM firms does not constitute a marginal phenomenon and it 
cannot be ignored in that sense. At the same time, the increased interest from media, 
researchers, investors and policy makers should take into consideration the fact that EMs are 
complex and heterogeneous countries, each of them with peculiarities that can contribute 
differently to our understanding of the phenomenon. The aim of the thesis is therefore to 
recommend an approach to the study of the internationalization of EM firms that can 
contribute to the advancement of IB theory in general. This is illustrated by the central 
chapters of the thesis (i.e. parts two, three, four and five), represented by studies where a 
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single EM context is used to understand under-researched phenomena and eventually draw 
implications that can be useful more in general for practitioners and researchers.  
1.2 Contribution of the Ph.D. thesis  
With this Ph.D. thesis I would like to contribute to IB literature with a context-specific study 
concentrating on the internationalization of EM firms. Studies focused on the behavior of 
firms from EMs often combine different theoretical perspectives (Xu and Meyer, 2012). This 
Ph.D. thesis follows the same approach, combining for instance the resource-based view and 
the institution-based view in the first research paper. The theoretical perspectives are selected 
based on the issues addressed by the four different research papers included in the thesis.  
The PhD thesis offers the beginnings of a resolution to the main question in the stream of IB 
studying the emergence and behavior of EM firms, i.e. Do we need new theories to explain 
EM firms’ internationalization? The Ph.D. thesis argues that scholars should not be blinded 
by the EM “label”, but should instead go beyond it and get deep into the context in order to 
answer this question.  
1.3 Research questions 
The overall research question stated in the previous paragraph introduces the context of 
research and the general aim of the Ph.D. thesis. This is clearly a challenging research 
question that I tackle in part throughout the thesis, providing separate findings and 
contributions from the four research papers. Each of them aims indeed at answering specific 
research questions.  
More in details, the first paper “Emerging market firms’ acquisitions in advanced markets: 
Matching strategy with resource-, institution- and industry-based antecedents” studies the 
antecedents that can affect the motivations for the acquisitions that EM firms undertake in 
advanced markets. The paper answers two inter-related research questions about EM firms’ 
internationalization, i.e. Which motivations guide EM firms’ acquisitions in advanced 
13 
 
markets? and Which EM firms should undertake augmenting, rather than exploitative, 
acquisitions in advanced markets?  
The second paper “Time to internationalization and evolving institutions: An event history 
analysis of Indian firms” studies firms’ earlier versus later internationalization, during a 
period of radical institutional changes. The article focuses on the research question When (i.e. 
earlier or later) does a firm start to internationalize after a given event?  
The third paper “The Role of Overseas National Ownership in Outward FDI: A study of the 
Indian diaspora” answers instead the question How can the presence of overseas national 
shareholders influence homeland firms' outward FDI? Finally, the fourth paper "Business 
groups’ internationalization: The role of the domestic geographical scope" analyzes the 
research question Does the domestic geographical dispersion of business groups influence 
their OFDI?  
The four papers follow the format of scientific papers in IB and management. Therefore, each 
of them addresses the specific research questions specified above, which are clearly separate 
but related.  
The remainder of the Ph.D. thesis is organized as follows. First, in part one I present a 
summary of the Ph.D. thesis, the theme and outline of the thesis, the literature background 
and the methodology followed. Second, I present the four research papers that compose the 
core of the Ph.D. thesis, respectively in parts two, three, four and five. Finally, in part six I 
present the overall conclusions of the study, its limitations and some indications for future 
research on EM firms’ internationalization.  
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2. RESEARCH ON EMERGING MARKETS: CURRENT LITERATURE AND 
BEYOND  
EMs are defined as low-income, rapid growth economies that have experienced in the past 
years radical institutional changes, such as increased openness and liberalization (Hoskisson 
et al., 2000). This group of countries typically comprises nowadays Middle and South 
America, Africa, and the ASEAN countries. On the other hand, advanced markets are 
represented by North America, Western Europe, Australia, New Zealand and Japan. 
According to the International Monetary Fund, the advanced market group comprises also the 
so-called Newly Industrialized Economies (i.e. Hong Kong, Singapore, Korea and Taiwan) 
and Israel, whereas the remaining countries are considered emerging and developing 
(International Monetary Fund, 2011).  
EMs certainly share several characteristics, which justify the common “label”. For instance, 
they have in general less functioning institutional contexts compared to advanced markets, 
low average income and costs levels, low markets efficiency and diffused network-based 
behaviors (e.g. Hoskisson et al., 2000; Fisman and Khanna, 2004; Xu and Meyer, 2012). 
EMs reserved in the past several sectors to the control of the government, which often plays 
still a major role, and they are experiencing rapid population growth and urbanization 
(Dymsza, 1984). Business in EMs can often imply high levels of risk due to diffused 
corruption, institutional and infrastructural voids and internal divides (Khanna and Palepu, 
1997).  
Despite the potential risks and disadvantages that operating in EMs can imply, they represent 
however interesting contexts with great business potential that cannot be ignored by both 
companies and researchers. For instance, EM firms play nowadays an increasingly important 
role when it comes to internationalization. Some of them are showing extraordinary 
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competitiveness in global markets (The economist, 2010) and are developing significant 
strategic innovations (e.g., Mathews, 2006; Gammeltoft, Barnard and Madhok, 2010; Gaur 
and Kumar, 2010). This growth is pulled especially by the so-called BRIC countries (Brazil, 
Russia, India, China), on which past literature has often focused (e.g., Wilson and 
Purushothaman, 2003; Gammeltoft, 2008; Rabbiosi, Elia and Bertoni, 2012). When it comes 
to internationalization, EM firms certainly share some characteristics, since they started 
internationalizing relatively late (Ramamurti, 2009; Narula, 2012; Cuervo-Cazurra, 2012), in 
a much more globalized world economy compared to the advanced market counterparts 
(Dymsza, 1984; Williamson and Zeng, 2009) and often still in need of internationalization 
experience (Ramamurti, 2009).  
A past stream of research that emerged in the 1970s and 1980s has studied the so-called 
“first wave” of internationalization of firms from EMs (e.g., Kumar and McLeod, 1981; Lall, 
1983; Dymsza, 1984). Little data and some anecdotal evidence existed at that time on these 
new multinationals and it was challenging to empirically study them. Few anecdotal 
examples existed even before this period, such as the cases of some Argentinean firms going 
global in the early 1900s and Hong Kong and Panama serving as investment bases for 
expatriates or advanced market multinationals. Given the substantial data problems that this 
first stream of studies had to face, often no empirical comparisons were possible across 
countries (Lall, 1982, 1983).  
Internationalizing EM firms usually operated with mature technologies and based their 
competitive advantages especially on lower management and manufacturing costs. Given 
their origin, they were particularly well suited to operate in other EMs, towards which they 
directed the majority of their foreign investments at that time; firms oriented towards 
advanced markets were exceptional cases. These firms usually relied on small scale 
technologies and operated in the manufacturing sector, investing abroad mainly to support the 
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export of low cost manufacturing products (Wells, 1983). EM firms at that time preferred 
joint ventures (JVs) over other forms of internationalization and were often focused on the 
domestic market. Authors contributing to this research stream have often been enthusiastic 
about the developmental effects of these first internationalization activities on the home 
country (Wells, 1983); in general they started digging into these facts and gave an important 
contribution in starting the discussion over the phenomenon and its implications.  
However, in the historical period that this past research focused on, the number of 
internationalizing EM firms was still relatively small, and the ventures were often directed 
towards neighboring regions through limited foreign operations (Gammeltoft, Barnard and 
Madhok, 2010). On the contrary, the internationalization of firms from EMs during the past 
two decades has been quantitatively and qualitatively different from the previous phases, 
since it is more diversified in terms of destinations, international acquisitions are a more 
common internationalization mode, firms in the service sectors clearly emerged and asset-
seeking investments became more and more important (Gammeltoft, 2008). Research interest 
rose therefore again in the 2000s, when this later wave of EM firms emerged.  
This recent and extensive body of literature has focused on EM firms’ internationalization 
drivers (Aulakh, 2007; Athreye and Kapur, 2009), entry modes (Duysters, Jacob and 
Lemmens, 2009), growth rates (Arora et al., 2001; Fortanier and van Tulder, 2009), host 
location choices (Morck, Yeung and Zhao, 2008; Duysters, Jacob and Lemmens, 2009), 
ownership structures, relational assets (Arora et al., 2001; Douma, George and Kabir, 2006; 
Elango and Pattnaik, 2007; Morck, Yeung and Zhao, 2008; Filatotchev et al., 2009; 
Bhaumik, Driffield and Pal, 2010) and performance effects of internationalization (Douma, 
George and Kabir, 2006; Aulakh, 2007). The approach of this stream of study has been at 
first mainly exploratory, with studies concentrating on the arising phenomenon and its 
interesting aspects (e.g., Aulakh, Kotabe and Teegen, 2000, Buckley et al., 2007; 
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Gammeltoft, 2008). After these first exploratory studies, the research focus moved to better 
understand how business in EMs might challenge existing explanations due to the 
characteristics of these countries (Cuervo-Cazurra, 2012). A debate therefore emerged over 
potential explanations of the phenomenon, i.e. whether this internationalization activities 
could be explained by traditional theoretical perspectives – based on mature advanced market 
firms – or not (Fortanier and van Tulder, 2009). Some studies triggered in this sense some 
new thinking, arguing that EM firms should be studied using different perspectives (cf. 
Mathews, 2006; Madhok and Keyhani, 2012), because the traditional ones are based on 
advanced markets assumptions. Examples of alternative explanations are the LLL framework 
(Mathews, 2002, 2006) and the springboard perspective in (Luo and Tung, 2007). On the 
other hand, a more skeptical stream of studies claimed that traditional theoretical 
explanations are largely suitable for EM firms (e.g., Narula, 2006; Rugman and Li, 2007).  
This last stream of research has then further evolved, with more and more studies recently 
arguing for a convergence of perspectives on a third, moderate point of view (e.g.; 
Ramamurti, 2009, 2012; Cuervo-Cazurra, 2012). According to this third perspective, 
studying the behavior of EM firms can be a good opportunity to extend current theory, due to 
the unique conditions that it is possible to find in these countries. The present study is in line 
with this third perspective. In the following paragraphs I argue indeed that EMs can represent 
extremely interesting laboratories to analyze the homeland firms’ internationalization 
process: as some IB scholars have in the past studied the origins of the largest US 
multinationals (e.g., Curhan, Davidson and Suri, 1977), we have nowadays the opportunity to 
observe the phenomenon of global growth among companies from EMs. This represents 
therefore a unique opportunity to comprehensively study contemporary firms’ 
internationalization behaviors and thereby enrich current theories.  
18 
 
The stream of IB research I would like to enter with this Ph.D. thesis is largely focused on the 
group of EMs and on the several commonalities that these countries share, as mentioned 
before. In this sense, the discussion about EMs as a group is the necessary starting point to 
understand the phenomenon and its implications. However, the term “emerging markets” 
gives the false impression of a homogeneous group. This is clearly not the case since EMs are 
not a homogeneous or universally identifiable group (Khanna and Palepu, 1997; Ramamurti, 
2009): EM firms have different characteristics depending on the country they come from, 
and, most importantly, national contexts have an influence on the strategies followed by the 
domestic firms, their behavior and their internationalization (e.g. Sethi and Elango, 1999; 
Khanna, 2009). Even if EMs clearly have some common characteristics, their categorization 
as EMs is not strong enough to make sense in every context, nor to a priori justify whole new 
explanations in every research setting (Cuervo-Cazurra, 2012). For instance, different 
countries are classified as EMs by some sources and as advanced markets by others (Cuervo-
Cazurra, 2012). That shows that the classification is an artifact, which does not hold in the 
cases where countries cannot be grouped by level of development, i.e. they cannot be 
classified as better or worse but rather as simply different. The grouping should therefore 
depend on the dimension of analysis, in order to avoid misleading generalizations (Cuervo-
Cazurra and Genc, 2011). In the same way the term “advanced markets” can of course also be 
misleading, since these are also a heterogeneous group of countries. In fact, advanced market 
firms do not follow “one way of internationalizing” and the same is true for EM firms. This 
view reflects stereotypes of EM and advanced market firms that can be rather misleading.  
Given these reasons, I focus in this thesis on a research approach aiming at better 
understanding some home-country conditions, in order to better realize and discuss the 
assumptions that traditional explanations have been based on, and consequently explain some 
firms’ behaviors that can be influenced by the characteristics of their countries of origin. 
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Among the potential contributions that studying EM firms’ behavior can have, bringing the 
context more explicitly into IB research is indeed among the main ones.  
In line with this reasoning, single-context studies have substantially emerged in the IB 
literature focusing on EMs, as can be seen for the case of China (e.g., Liu, Buck and Shu, 
2005; Deng, 2009; Sutherland, 2009), and, to a smaller extent, India (e.g., Arora et al., 2001, 
Chittoor et al., 2009; Bhaumik, Driffield and Pal, 2010). In this sense, it is advisable in some 
cases to focus on a specific EM context and study how this influences homeland firms’ 
internationalization. Much can be lost by looking only at the aggregate group level of 
analysis, and this may not enable us to answer many of the questions that the 
internationalization of EM firms has raised.  
2.1 The value of a single country context  
When it comes to the heterogeneity that clearly exists in the EM group, two risks arise. On 
the one hand, researchers may perform studies at the EM-level of analysis, even when the 
above mentioned heterogeneity would not allow generalizing the study’s findings to every 
country in that group. On the other hand, simply stating that every national context is just 
different from the rest of the countries might give the impression that no generalization will 
be possible, and no general theory would then be needed in the end.  
The present study aims at avoiding both these risks: I claim that the definition of EMs should 
not limit current research, since most probably it will not be a priori functional in every 
study, because of the high heterogeneity existing in the EM group. The present study works 
in this way against a forced homogenization tendency. At the same time, single-country 
studies can allow researchers to get deeper into the context, appreciate its specificities and 
how those can influence domestic firms’ behavior. In this way it is then possible to isolate 
which characteristics of the context are common to other countries and how the study 
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implications can therefore be generalized to other cases. In other words, it is possible and 
advisable to group under different “labels” countries officially classified as EMs, depending 
on the research aim; we should therefore use classifications that are functional to what we 
want to study. This can then contribute to the more general theory, without risking too broad 
generalizations to the whole EM group, which might be unrealistic in some cases. Therefore, 
a more disaggregated approach that leads to the study of a smaller and selected group of 
countries or of single-country contexts can be advisable in some cases compared to focusing 
on the whole EM group. I claim that this approach is likely to be more functional to advance 
general theory, since a single-country context can give interesting insights in this sense.  
Having said this, the tendency in the past has been quite different, with context-free 
studies being in general favored and considered a priori more generalizable. This is a 
particularly critical aspect for the streams of research focusing on firms originating from 
EMs, which are particularly interesting laboratories to study issues and processes that have 
not been studied before.  
More in general, studies can be context-free, context-bound or context-specific (Meyer, 
2006). Among these, context-free research is certainly the most common orientation, seen as 
more prestigious, more scientific and more consistent compared to other approaches (Blair 
and Hunt, 1986). Context-free research is believed to lead to universal knowledge, which 
should be applicable to any national context. Past literature has a preference for this type of 
knowledge, since the context is often seen as a drawback rather than as a point of strength 
(Tsui, 2004).  
For this reason the impact of the home country context on domestic firms’ behaviors and 
strategies has in general not been recognized and studied sufficiently. Surprising results that 
arise in some studies might in this sense reflect the lack of proper consideration of the context 
of research, which can indeed bias the study’s results or generalizability (Yang and Terjesen, 
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2007), whereas understanding the context can help the study to better deliver its application 
and usefulness to practitioners and policy makers (Johns, 2006). A common example in this 
sense is exactly the case of theories that were born in western contexts and that might not be 
suitable to non-western ones (Johns, 2006). If the context is properly taken into account, the 
behavior of EM firms might turn out to be not surprising anymore in some situations 
(Ramamurti, 2012). On a related note, context awareness is not a prerogative of qualitative 
studies – which often immerse themselves in the context, contrary to quantitative studies –, 
since explicit and clear references to the context can also be made with quantitative studies 
(Johns, 2006; Yang and Terjesen, 2007).  
Moreover, a study’s generalizability is not simply represented by how replicable the findings 
are to other contexts (Johns, 2006). Context embedded research, based on an intimate 
knowledge of the context, provides more valuable results than simple replication; it can 
produce a contextualized understanding and contribute to global knowledge at the same time 
(Tsui, 2004). In other words, taking the context seriously into account implies practicing 
good science and strengthening general theory (Tsui, 2004).  
The behavior of EM firms, which often shows apparently surprising traits, cannot be fully 
understood without considering the home country context they are immersed in. Therefore, in 
order to perform a context-specific study that incorporates aspects of the national context and 
do not take them for granted, I decided to focus on the single country context of India.  
2.2 The Indian context 
India is one of the largest EMs, with impressive economic growth potential, a billion 
customers and a large amount of manpower (Som, 2004), including a high number of skilled, 
English-speaking knowledge workers (Dahlman and Utz, 2005). The country is very diverse 
in terms of culture, business models and industries.  
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India has experienced extensive economic changes in its past history (Ahluwalia, 1994). In 
1948 the Industrial Policy Resolution formulated a program of planned development and in 
1951 the Industries Act established the complete governmental control on the Indian 
industries (Fisman and Khanna, 2004). From these past years until the early 1980s India has 
been characterized by heavy governmental involvement in production and critical constraints 
on firms’ expansion, foreign capital and competition (Kochhar et al., 2006; Ray and Gubbi, 
2009). That resulted in low growth rates, closure to trade and investment, and an instable 
economic context (Kochhar et al., 2006), so that in 1991 the government decided to 
restructure several sectors of the economy, creating a more open and competitive economy. 
The reforms stabilized the macro economy of India (Ahluwalia, 1994), abolished industrial 
licensing, reduced the number of monopolized industries and increasingly liberalized FDIs 
and trade (Kochhar et al., 2006), with critical impacts on every industry. Overall this resulted 
in impressive general economic growth (Som, 2004; Rothermund, 2008).  
The interest of academic research, media and practitioners in the Indian case has grown 
consequently. The first wave of academic research on this topic focused in the 1970s and 
1980s on isolated cases of Indian subsidiaries based in Sri Lanka, Kenya and Malaysia; in 
these first cases, the internationalizing Indian firms were typically pushed abroad by the harsh 
conditions of the home context and operated mainly in manufacturing industries (Lall, 1982, 
1983). The most recent stream of research interested in the Indian case focuses instead on 
more diverse cases and issues (e.g., Arora et al., 2001; Chittoor et al., 2009; Bhaumik, 
Driffield and Pal, 2010; Capelli et al., 2010).  
India is sometimes compared with China in cross country studies (e.g., Athreye and Kapur, 
2009; Sun et al., 2012) or grouped with other EMs (Wilson and Purushothaman, 2003; 
Gammeltoft, 2008; Rabbiosi, Elia and Bertoni, 2012). Appreciating its peculiarities in single-
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country studies can however be extremely valuable, advance general IB theory and inspire 
some future reflection on similar contexts of research.  
In particular, a context is a composition of different aspects such as space, time, opportunities 
and constraints, social and physical dimensions (Johns, 2006; Yang and Terjesen, 2007). In 
the Indian context it is possible to isolate some aspects that, even if not universally new, arise 
in a particularly intensive and interesting way. India is indeed a very intriguing national 
context under many points of view.  
First of all, the occurrence of particular events represents an important aspect of a 
context (Johns, 2006). In this sense India experienced in the past an extensive and 
incremental institutional evolution. This is a paramount issue to be taken into consideration, 
since home-country institutions typically shape the behavior of domestic firms. Institutional 
evolution can indeed create new opportunities for domestic firms, increase the exposure to 
international activities in the local market and facilitate the firms’ internationalization 
process.  
Institutional change and subsequent organizational responses to that have of course been 
studied in other contexts outside India (e.g., Newman, 2000; Peng, 2003; Peng, Wang and 
Jiang, 2008; Cuervo-Cazurra and Dau, 2009). The case of India is however particularly 
interesting, since it involves recent, broad and incremental institutional changes, which 
represent a unique opportunity to study firms’ internationalization in its whole complexity. 
This aspect of the Indian context is taken into consideration in every research paper of this 
Ph.D. thesis, and represents one of the key points addressed by the paper in part three, titled 
“Time to internationalization and evolving institutions: An event history analysis of Indian 
firms”.  
Business groups represent a second key aspect characterizing the Indian context. Their 
existence can be related to some weaknesses of the home institutional context (Xu and 
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Meyer, 2012). Business groups are indeed usually considered valid responses to overcome 
institutional voids (Khanna and Palepu, 2000) and are therefore relevant organizational forms 
in several different contexts (cf. Fisman and Khanna, 2004): they can be seen in many EMs 
and some advanced markets as well, such as France and Italy (Jones and Khanna, 2006).  
However, business groups in India are particularly critical and widespread, and can be 
identified in a reliable way (Khanna and Palepu, 2000). Moreover, operating in a changing 
homeland environment, they can find it often difficult to change and fit with the new context, 
due to affiliation advantages that accrue to them (Hoskisson et al., 2004). This is addressed 
again by the paper in part three, titled “Time to internationalization and evolving institutions: 
An event history analysis of Indian firms”, and the article in part five, titled “Business 
groups’ internationalization: The role of the domestic geographical scope”.  
As a third point, India experienced important migration phenomena since the 1960s, 
where the UK and the US represent the primary foci of this diaspora, due to past colonial 
history and shared language (Shukla, 2003). India has now the second largest diaspora in the 
world after China. Overseas Indians typically have a strong interest in their home country and 
maintain their relationships with that, in terms of capital flows, political interests and social 
relations (Shukla, 2003).  
The existence of diasporas is however not an India-specific phenomenon. There are many 
diaspora-intensive countries, such as for instance Armenia, Palestine, Israel, Albania and 
Japan, covering both EMs and advanced markets. India represents however an ideal context, 
since overseas Indians play a particularly important role in the home country, are clearly 
identified by law and are targeted in many ways by the Indian government (Saxenian, 2005). 
This topic is addressed in particular by the paper in part four, titled “The role of Overseas 
National Ownership in Outward FDI: A study of the Indian diaspora”.  
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A fourth aspect that makes the Indian context particularly interesting is its internal 
heterogeneity. India is extremely diverse and federalism is an important aspect of this country 
(Rothermund, 2008). In this sense, institutional changes and decentralization have both 
created economic opportunities and internal sub-national divergence (Kochhar et al., 2006). 
India is therefore characterized by uneven levels of economic development and institutional 
quality (Ravallion and Chaudhuri, 2006; OECD, 2011), together with high linguistic and 
cultural heterogeneity across sub-national states (The economist, 2012).  
Once again, there are other internally heterogeneous countries in the world. For instance, 
extreme disparities across sub-national states in terms of level of development, resources 
availability and institutional quality characterize other large and heterogeneous EMs such as 
China (Abebe and Masur, 2008; OECD, 2011). However India represents a particularly 
powerful and clear context in this sense. This topic is addressed by the paper in part five, 
titled “Business groups’ internationalization: The role of the domestic geographical scope”.  
Given these examples, India represents an interesting laboratory to study some 
internationalization sub-problems and subsequently enrich IB theory. This represents exactly 
the final aim of the four research papers of the Ph.D. thesis.  
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3. THE FOUR RESEARCH PAPERS: METHODOLOGY AND SUMMARY  
The first paper of this Ph.D. thesis is theoretical, whereas the last three develop hypotheses 
that are then tested on a sample of Indian firms investing abroad. The dataset is based on data 
collected from different sources, i.e. the Prowess database, the Zephyr database, the Indian 
Census and the World Competitiveness Yearbook.  
The Prowess database (2011 release) from the Centre for Monitoring of the Indian 
Economy (CMIE), an independent organization headquartered in Mumbai, provides annual 
financial data for over 7,000 Indian firms. The database has been used in the past to 
investigate strategy and IB issues (e.g., Elango & Pattnaik, 2007; Chittoor, Sarkar, Ray, & 
Aulakh, 2009; Gubbi, Aulakh, Ray, Sarkar, & Chittoor, 2010). The database is very rich but 
also affected by some data problems: some observations report erroneous values – e.g. 
negative figures – and missing values, which required some data cleaning. Government and 
foreign affiliated firms have also been excluded from the dataset, in accordance with Fisman 
and Khanna (2004), as they are expected to follow different internationalization patterns 
compared to domestic private firms.  
To identify the foreign investments undertaken by Indian firms, I relied instead on the 
Zephyr database, maintained by Bureau van Dijk. In this database it is possible to indentify 
majority and minority acquisitions, mergers and JVs made abroad by Indian firms. There are 
no recorded outward FDIs by Indian firms prior to 2000. Also in this case some data had to 
be removed, due to the presence of deals completed by individuals, unknown acquirers, and 
organizations not included in the Prowess database (which therefore could not be matched 
with that firm-level database). I have included all the acquisitions, mergers and JVs where the 
investing Indian firm possessed at least 10% of the company equity after the completion of 
the deal, in accordance with the OECD classification (OECD, 1999) in order to exclude 
portfolio investments.  
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I also collected indicators about different Indian sub-national states from the Indian 
Census (2001, 2011). As census data are available for the years 2001 and 2011 only, I have 
used interpolation to derive the values for the missing years. Finally, I also collected data 
about the recent Indian institutional changes from the World Competitiveness Yearbook, with 
indicators covering the years from 1997 to 2010.  
The combination of these four data sources allowed me to build a panel dataset of Indian 
firms’ characteristics and investments over a long period of time. The final panel dataset 
provides a longitudinal perspective that gives a valuable insight on a long period of time 
characterized by significant changes.  
The selected sample is a good representation of Indian firms in general, since it is based on 
big and comprehensive data sources. However, I do not take into consideration greenfield 
investments, since mergers and acquisitions are the most common and interesting ones in the 
Indian case.  
The three empirical papers aim at explaining different aspects of firms’ internationalization, 
and therefore they focus on different – but related – dependent variables, such as the foreign 
investments’ timing and the extent of internationalization. In the three empirical papers I 
implement different empirical methods of analysis, which coherently handle the different 
dependent variables and purposes of research.  
More in details, the second paper studies firms’ earlier versus later internationalization: 
the dependent variable is therefore represented by the duration in years that an Indian firm 
waited before internationalizing, given that it did not do it before. Therefore I relied on an 
event history method that incorporates time varying explanatory variables and provides 
estimates of entry timing (Tuma and Hannan, 1979), and includes both internationalizing and 
non-internationalizing firms dealing with this censoring issue in the appropriate way.  
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The third paper studies how the presence of overseas national shareholders can 
influence homeland firms' outward FDIs: the dependent variable captures the cumulative 
number of majority-owned cross-border acquisitions undertaken by each Indian firm in the 
dataset during the period 2000-2010. Since the data have a preponderance of zeros in the 
actual count of outward FDI, the dependent variable includes many zeros. I handle this so-
called “zero inflation” condition estimating a zero inflated negative binomial model (Greene, 
2000). This type of model is a two steps maximum likelihood estimator that first estimates a 
logit regression to predict the membership of each observation to the “always zero” group, 
and then a truncated negative binomial model.  
Finally, the fourth paper analyzes Indian business groups’ internationalization, and the 
dependent variable is represented by the number of OFDI that each Indian BG undertakes 
yearly in the above mentioned period of analysis. To handle the preponderance of zeros that 
affects also this dependent variable distribution, I estimate again a zero inflated negative 
binomial model.  
Robustness checks are run for every empirical research article. They include different 
operationalization of dependent variables and different econometrical model and conditions.  
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Abstract 
This study draws upon the resource-based view and the institution-based view of the firm to 
provide a comprehensive overview of how different resource-, institution and industry-based 
antecedents affect the motivations guiding the acquisitions that emerging market firms 
undertake in advanced markets. These antecedents can influence emerging market firms’ 
capacities to absorb or exploit technological and/or marketing advantages in advanced 
markets. In order to be successful, emerging market firms have to undertake those upmarket 
acquisitions that best ‘‘fit’’ their antecedents. Four mutually exclusive acquisition strategies 
are derived, which are then illustrated using examples of Indian firms’ acquisitions in 
advanced markets. 
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1.  INTRODUCTION 
A growing number of emerging market (EM) firms are showing extraordinary 
competitiveness in global markets, thus attracting the interest of both media and academia. 
Some of them are challenging competitors from advanced markets (AMs) (The Economist, 
2010), and are developing significant technological, organizational and strategic innovations 
(Gaur & Kumar, 2010; Mathews, 2006). This phenomenon is widespread among EMs1
Given the growing visibility of EM firms’ international expansion, an extensive body of 
literature has focused on this context. Scholars have studied EM firms’ internationalization 
drivers (Athreye & Kapur, 2009; Aulakh, 2007), entry modes (Duysters, Jacob, & Lemmens, 
2009), growth rates (Arora, Arunachalam, Asundi, & Fernandes, 2001; Fortanier & Van 
Tulder, 2008) and host location choices (Duysters et al., 2009; Morck, Yeung, & Zhao, 
2008). They have also investigated the ownership structures and relational assets of these 
internationalizing firms (Arora et al., 2001; Bhaumik, Driffield, & Pal, 2010; Douma, 
George, & Kabir, 2006; Elango & Pattnaik, 2007; Filatotchev, Liu, Buck, & Wright, 2009; 
Morck et al., 2008), and the performance effects of their internationalization (Aulakh, 2007; 
Douma et al., 2006). 
 
(Gammeltoft, Barnard, & Madhok, 2010). 
In the 1970s, only a small number of EM firms had internationalized, often in neighbouring 
regions through limited foreign operations (Gammeltoft et al., 2010). The impressive recent 
emergence of EM firms’ foreign investments has therefore fuelled a debate over potential 
explanations and whether these explanations can be linked to traditional theoretical 
perspectives based on mature AM firms (Fortanier & van Tulder, 2009). Some authors claim 
that traditional theoretical explanations are largely suitable for EM firms (see Narula, 2006; 
                                                          
1 “Emerging markets” are defined as low-income, rapid growth economies that have experienced radical 
institutional changes in terms of increased openness and liberalization (Hoskisson et al., 2000).EMs comprise 
Middle and South America, Africa, and the ASEAN countries. “Advanced markets” are represented by North 
America, Western Europe, Australia, New Zealand and Japan. 
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Rugman & Li, 2007), whereas others argue that EM firms should be studied using different 
perspectives (cf. Madhok & Keyhani, 2012; Mathews, 2006).  
Despite this vast body of literature, a unified, comprehensive theoretical framework that 
explains the internationalization of EM firms is still lacking (Sun, Peng, Ren, & Yan, 2012). 
Scholars in this stream of research tend to present partial, and sometimes radically opposite, 
explanations. For instance, EM firms are sometimes said to undertake acquisitions in AMs to 
gain access to the traditional advantages they otherwise lack (Duysters et al., 2009; Mathews, 
2006; Mathews & Zander, 2007). At other times, such acquisitions are described as a sign of 
EM firms’ abilities to exploit their advantages abroad, just as AM firms can normally do 
(e.g., Rugman & Li, 2007). In other words, no consensus has been reached regarding the 
augmenting or exploiting motivations for EM firms’ acquisitions in AMs.  
With regard to this theoretical controversy, the current paper aims to answer two 
interrelated questions about EM firms’ internationalization: Which motivations guide EM 
firms’ acquisitions in AMs? and Which EM firms should follow augmenting, rather than 
exploitative, acquisitions in AMs? I answer these questions by identifying four 
comprehensive, mutually exclusive types of EM firms’ acquisitions in AMs, which reflect the 
different motivations and characteristics of EM firms. I then suggest that, in order to be 
successful, EM firms should undertake those acquisitions that best ‘‘fit’’ their characteristics. 
In this way, the paper contributes to the extant literature by claiming that the heterogeneous 
internationalization motives of firms with potentially weak advantages and home institutions 
– such as EM firms – can be explained by looking at those firms’ antecedents that capture 
their home contexts’ peculiarities. 
The paper draws upon the resource-based view (RBV) and the institution-based view (IBV) 
of the firm, which are often used in studies of EM firms’ strategic behaviour (e.g., Hoskisson 
et al., 2000; Peng & Heath, 1996). Based on this framework, the paper links the resource-, 
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institution- and industry-based levels of analysis (Peng, Wang, & Jiang, 2008), which 
together can explain EM firms’ antecedents to acquisitions in AMs. 
The theoretical contribution of this paper consists of a new comprehensive approach to the 
study of EM firms’ acquisitions in AMs, which stresses the importance of heterogeneity in 
firm characteristics to explaining the motivations behind such acquisitions. EM firms can 
have very different characteristics and follow a variety of strategies, even when they come 
from similar institutional contexts and enter similar AM host locations through the same 
internationalization mode. In this regard, this paper takes the complexity of the phenomenon 
into account and provides a single comprehensive theoretical framework to address it. 
This paper enriches the discussion by providing several firm-level examples derived from the 
under-researched Indian context (Kumar, 2009). After the main period of liberalization, 
which started in 1991, acquisitions in AMs became the preferred form of internationalization 
for Indian firms (Athreye & Godley, 2009; Sun et al., 2012). The theoretical arguments 
presented here, however, are not India-specific, but apply to EM firms in general. 
The rest of this paper is organized as follows. Section 2 presents the theoretical background 
of the study, including possible motivations for EM firms’ acquisitions in AMs and the 
antecedents to those acquisitions. Section 3 answers the main research questions by 
developing a theoretical model that identifies four acquisition strategies and links them to the 
various antecedents of acquiring EM firms. Section 4 presents the conclusions.  
 
2.  THEORETICAL DEVELOPMENT 
In recent years, the number of acquisitions undertaken by EM firms in AMs (‘‘upmarket 
acquisitions’’, see Ramamurti, 2009) has increased considerably (Athreye & Kapur, 2009). 
For instance, the Chinese firm Lenovo acquired the personal computer branch of IBM in 
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2004 (Schüler-Zhou & Schüller, 2009), and the Indian company Suzlon Energy successfully 
acquired the Belgian company Hansen Transmissions in 2006 (Lewis, 2007) and the German 
company Repower in 2007 (Tiwary & Herstatt, 2009). Other Indian firms, such as Hindalco 
and Bharat Forge, systematically use upmarket acquisitions as their key internationalization 
strategy (Kumar, 2009). 
Upmarket acquisitions are not the only option available to EM firms wishing to 
internationalize and connect to AMs. For years, EM firms have experienced high levels of 
inward foreign direct investments (FDIs), and have served as subcontractors of and 
collaborators with AM firms (D’ Costa, 2000). EM firms, such as firms in the Indian 
automotive industry, have also undertaken greenfield investments in AMs (Bhaumik et al., 
2010). 
Undoubtedly, upmarket acquisitions are an important phenomenon for EM firms (Aulakh, 
2007; Bhaumik et al., 2010; Gammeltoft et al., 2010; Gaur & Kumar, 2010) for several 
reasons. EM firms, which generally have weaker technological and marketing advantages 
(Dunning, Kim, & Park, 2008; Duysters et al., 2009), may prefer acquisitions, as they allow 
these firms to quickly cover the gap between their capabilities and those of AM players. For 
instance, the Indian firm Wockhardt established an international joint venture (JV) with the 
German firm Rhein Biotech. As Wockhardt failed to augment its technological capabilities 
through the JV, it decided to take over Rhein Biotech (Athreye & Godley, 2009). Such 
examples exemplify the difficulties that EM firms face in collaborating with AM firms – the 
insurmountable capability gap between the two partners can discourage the adoption of a 
collaborative strategy (Rabbiosi, Elia, & Bertoni, 2012). In contrast, upmarket acquisitions 
can provide quick access to some of the AM firms capabilities (Barkema & Vermeulen, 
1998), while simultaneously denying direct competitors access to those capabilities (Child & 
Rodrigues, 2005) and helping the acquirer to benefit from the proximity of AM competitors 
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(Pradhan, 2008). Moreover, upmarket acquisitions do not entail the need to build credibility 
to attract skilled employees and suppliers (Madhok & Keyhani, 2012). Furthermore, AM 
firms are generally less diversified than EM firms and have ‘‘modular’’ assets, which 
facilitate post-acquisition integration (Hennart, 2009).2
From the RBV perspective, cross-border acquisitions have traditionally been explained 
in terms of the firms-specific advantages at the time of investment (Barkema & Vermeulen, 
1998). When entering a foreign market, firms suffer from a liability of foreignness, i.e., the 
manifestation of additional costs and risks arising from a lack of complementary resources 
useful for understanding and operating in the host environment. To compensate, investing 
firms need to possess some valuable advantages (Cuervo-Cazurra, Maloney, & Manrakhan, 
2007; Zaheer, 2002). These firm-specific advantages can be partially shaped by the firm’s 
home institutional environment. This is particularly true for EM firms. Given that many EMs 
are characterized by having weaker institutions than AMs (Madhok & Keyhani, 2012; 
Ramamurti & Singh, 2009), some EM firms develop resources to compensate for this 
weakness (Bhaumik et al., 2010; Elango & Pattnaik, 2007; Peng et al., 2008). Typical firm 
responses to the weak institutions in EMs include concentrated ownership and relationships 
with other firms and governmental authorities (Peng & Heath, 1996). These responses serve 
as informal substitutes for formal institutional support (Bhaumik et al., 2010; Peng & Heath, 
1996). 
  
Accordingly, a focus on EMs clearly requires the integration of both the RBV and the 
IBV perspectives. While institutions are often taken for granted in AM research contexts, 
their importance is evident when studying EMs, where they often seem to malfunction (Peng 
& Heath, 1996). 
                                                          
2 Upmarket acquisitions may also carry disadvantages, e.g., time-consuming integration activities (Graebner, 
2010), high costs and difficulties in managing the acquired assets (Child & Rodrigues, 2005; Hennart, 2009).  
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The current paper focuses on EM firms’ RBV-inspired and institutionally determined 
antecedents to acquisitions. To complete the theoretical framework of this paper, the 
following section discusses the role played by the various motivations for upmarket 
acquisitions. 
2.1  Upmarket acquisitions: augmentative and exploitative strategies  
The RBV perspective argues that cross-border acquisitions can be used by firms to redeploy 
existing firm-specific resources in the target firms market, or to internalize new resources and 
capabilities (e.g., Wernerfelt, 1984). In other words, through cross-border acquisitions, firms 
can transfer and exploit firm-specific advantages, or acquire knowledge and resources that 
are not available in their home country. In this regard, the set of acquisition motivations is 
typically depicted as dichotomous (see Kuemmerle, 1999). Firm motives for undertaking 
acquisitions are likely to be both exploitative and augmentative, although a relative emphasis 
will be typically given to one of the two (Hoskisson, Kim, White, & Tihanyi, 2004).  
EM firms frequently lack proprietary technologies and brands (Dunning et al., 2008; Duysters 
et al., 2009; Lall, 1982). Nevertheless, they are operating in an increasingly globalized and 
ever-changing context (Narula, 2006). As a result, they must quickly upgrade their 
capabilities in order to compete with AM firms, whereas building up a competitive brand 
(Duysters et al., 2009) and undertaking R&D investments are time-consuming, uncertain 
activities (Pradhan, 2008). For these reasons, they might decide to undertake upmarket 
acquisitions for the purpose of augmenting firm skills and resources (Madhok & Keyhani, 
2012).  
Given the lack of strong technologies and brands common among EM firms, studies of 
internationalization may depict such firms stereotypically as units that possess no valuable 
advantages relative to AM firms. Such a stance is contradicted by numerous examples. For 
instance, the Indian company Hidesign has built a global brand of affordable luxury products 
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and globally promotes its marketing capability (Kumar, 2009). The Serum Institute of India 
has developed a range of innovative technologies (Gaur & Kumar, 2010). The Indian IT 
services firms Infosys, Tata Consultancy Services and Wipro have high-quality technological 
skills (Kumar, 2009). Clearly, EM firms can have valuable, sometimes non-traditional, 
advantages (Gaur & Kumar, 2010), which can be exploited through upmarket acquisitions. 
As a result, I suggest that both augmenting and exploitative motivations can therefore guide 
EM firms’ acquisitions in AMs (Aulakh, 2007; Narula, 2006). 
As EM firms typically undertake upmarket acquisitions to add value to their business 
activities (Budhwar, Varma, Katou, & Narayan, 2009), they are likely to focus on acquisition 
strategies that feature highly value-adding technological and/or marketing advantages (see 
Figure 1). 
Technological advantages are defined in this case as skills in undertaking R&D, producing 
patents and developing proprietary technology. In contrast, marketing advantages are defined 
in terms of distribution and servicing skills, attention to customers, and the ability to enhance 
brand loyalty.  
[Insert Figure1 about here] 
Gaur and Kumar (2010) claim that upmarket acquisitions can also be driven by the desire to 
acquire management expertise. However, EM firms are more likely to obtain the managerial 
skills they may lack by hiring skilled managers and professional consultants. The acquisition 
of managerial skills is therefore not included in this paper as a primary motive for 
acquisitions in AMs but rather as a positive ‘‘side-effect’’. For this reason, only the 
technological and marketing advantages are considered.  
Given these premises, this study aims to analyze which types of firms should undertake 
each of the four mutually exclusive strategies presented in Figure 1. Therefore, the ultimate 
goal of the paper is to fill the four cells in Figure 1 with the relevant EM firms’ antecedents, 
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because EM firms wishing to benefit from an acquisition should undertake those strategies 
that best ‘‘fit’’ their characteristics.  
2.2  Antecedents to internationalization  
Drawing from the RBV and IBV, I refer explicitly to the ‘‘strategy tripod’’ presented by Peng 
et al. (2008) to organize EM firms’ antecedents to upmarket acquisitions into three 
categories. According to this study, it is necessary to consider institution-, industry- and firm-
based characteristics in order to explain firms’ internationalization (Peng et al., 2008). I apply 
this classification structure to the EM firms’ antecedents to upmarket acquisitions highlighted 
in past RBV and IBV literature (Figure 2). 
EM firms’ antecedents are divided into three categories. First, the resource-based antecedents 
(top-left rectangle) encompass EM firms’ heterogeneous resources, capabilities and expertise. 
Second, the institution-based antecedents (top-right rectangle) comprise the institutionally 
induced firm characteristics that could influence upmarket acquisition motivations. This 
category includes the heterogeneous advantages that EM firms can develop in response to 
weak formal institutions (see Ramamurti & Singh, 2009). Third, the industry-based category 
(bottom rectangle) accounts for the strategically relevant peculiarities that are likely to arise 
from the various sectors in which the firm is active (Ramamurti, 2009). These three 
categories will later be linked to different motivations for EM firms’ upmarket acquisitions. 
 [Insert Figure 2 about here] 
This study does not focus on the linkages among the three categories identified. In order to 
explain the role of EM firms’ heterogeneous characteristics on upmarket acquisition 
strategies, a deep analysis of the individual antecedents represented in Figure 2 is required.  
2.2.1 Resource-based antecedents 
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Market focus. Aulakh, Kotabe, and Teegen (2000) suggest that the market focus of EM firms 
can have an impact on their internationalization strategies. Given the radical differences 
between EMs and AMs in terms of such factors as market competitiveness, consumers, 
infrastructures and regulations (see Madhok & Keyhani, 2012), EM firms focused on the 
domestic market (e.g., Ramamurti & Singh, 2009) or on other EMs will follow different 
strategies and will have a different set of knowledge and capabilities than EM firms focused 
on AMs. In Figure 2, this antecedent is split to reflect these two possibilities (EMs versus 
AMs). 
For instance, an AM focus implies that the firm is able to better understand the AM 
institutional context, as well as AM customers’ requirements and relationships (Filatotchev et 
al., 2009). In contrast, firms oriented towards other EMs will have to extract value in the 
difficult institutional contexts of the host country, which are usually weak, inadequately 
linked and limited by poverty (Child & Rodrigues, 2005; D’ Costa, 2000). As a result, firms 
focused on EMs should develop an ability to design products and services suitable for EM 
customers and institutions (Dunning et al., 2008; Ramamurti & Singh, 2009). 
Management background. Managers with an international background can generally bring 
rich knowledge and important advantages to the firm (Barkema & Vermeulen, 1998). In 
particular, managers can have AM education and/or work experience. Alternatively, they can 
be ‘‘bounded entrepreneurs’’ with limited international training and job experience (Liu, 
Xiao, & Huang, 2008). As EM institutions typically provide ineffective managerial education 
(e.g., Ramamurti, 2009), the children of families that control firms in EMs are often educated 
in AMs. For example, the chairman of India’s Sona Steering (D’ Costa, 2000), the R&D 
manager of Ranbaxy (Athreye & Godley, 2009) and the chairman of Bharat Forge (Kumar, 
2009) have all been educated in the US. One previous CEO of India’s Tata Enterprises, 
J.R.D. Tata, was educated in France, Japan and England. The present CEO of Tata, Ratan 
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Tata, studied at Cornell University and worked in Australia (Kumar, 2009). As an alternative, 
some EM firms – such as India’s Nicholas Piramal, Ranbaxy and ORG Systems – hire human 
resources from among AM firms past employees (D’ Costa, 2000; Kale, 2010; Kale & Little, 
2010). Therefore, this antecedent, positioned under the resource-based category in Figure 2, 
captures the advantages associated with AM knowledge and experience that some managers 
can bring to EM firms (Elango & Pattnaik, 2007). 
Diversification experience. Weak institutions often steer EM firms towards industry and/or 
location diversification (Fortanier & van Tulder, 2009). In particular, location-diversified 
firms can develop rich knowledge about the host markets institutions and consumers, which 
serves as an advantage in upmarket acquisitions. On the other hand, industry-diversified firms 
can develop important product development capabilities. Diversified firms (see Figure 2, top-
left corner) can therefore have advantages in terms of experience and knowledge. 
Internationalization experience. The firm’s past experience represents an important 
antecedent for its internationalization (Filatotchev et al., 2009). However, experiential 
knowledge is typically context specific. EM firms can develop experience in institutionally 
similar (i.e., EMs) or institutionally dissimilar (i.e., AM) contexts. A firm’s liability of 
foreignness in a new host country that is institutionally dissimilar can be reduced if that firm 
has previous experience with institutionally similar circumstances (see Figure 2) (Zaheer, 
2002). In other words, the high liability of foreignness that EM firms are likely to face in 
AMs can be reduced by their past internationalization experience in AMs.  
 
Firm size and age are likely to have an impact on the firm’s resource-based antecedents. For 
instance, small firms wishing to internationalize are likely to suffer from a liability of 
smallness, implying resource limitations that can constrain their antecedents and subsequent 
acquisition strategies (Zhou, Wu, & Luo, 2007). Firm size is therefore expected to impact 
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some EM firms’ resource-based antecedents, such as the possibility of attracting managers 
with an AM background. Similarly, firm age is expected to influence the type of resource-
based antecedents possessed by the firm. In principle, the older the firm, the more likely it is 
that it will be able to develop valuable resource-based antecedents. Consequently, big and/or 
mature firms are more likely to undertake acquisitions. However, these two aspects are not 
explicitly included in this discussion because they are not expected to be connected to 
motivations for acquisitions in AMs in particular. 
2.2.2 Institution-based antecedents 
Relational assets. EM firms often develop linkages in response to weak formal institutions in 
their home countries (Khanna & Palepu, 2000). These connections imply that it is possible 
for the focal firm to rely on the connected entities’ antecedents, such as their 
internationalization experience (see Elango & Pattnaik, 2007), which can then support the 
internationalizing focal firm.  
Some EM firms cultivate governmental linkages, which can provide support for the EM 
firms’ internationalization (Hoskisson et al., 2000). In addition, many EM firms belong to 
large business groups, formed by collections of firms linked by common ownership and 
directors’ interlocks. These groups can provide advantages such as financial support (Kumar, 
2009), an improved ability to cope with under-developed infrastructure, and the possibility to 
share managers (Douma et al., 2006).  
EM firms can also rely on foreign business linkages, sometimes with people who have 
emigrated. These connections can help EM firms obtain foreign market access and 
experience (Kapur & Ramamurti, 2001). This can be connected to upmarket acquisitions, 
especially when foreign connections are established in AMs, as is largely the case for Indian 
firms (Kapur & McHale, 2005). 
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Ownership control. Concentrated ownership is another common response of EM firms to 
weak home institutions (Bhaumik et al., 2010). It usually implies a strategic influence on the 
firm, the impact and directionality of which depends on the identity of the controllers 
(Thomsen & Pedersen, 2000). Douma et al. (2006) distinguish between foreign and local 
shareholders in EM firms. For this institution-based antecedent (top-right corner in Figure 2), 
only the strategic controlling shareholders are considered, as they are not guided mainly by 
financial goals. Moreover, I focus on family and governmental controlling shareholders (the 
analysis excludes foreign-controlled firms based in EMs). 
In family controlled firms, the family often overlaps with the management (Thomsen & 
Pedersen, 2000), and the family avoids hiring professional managers or consultants in order 
to maintain control of the firm (Gallo & Sveen, 1991). For example, India’s Premier 
Automobiles experienced many internal family fights linked to the administration of the firm 
before it decided to introduce professional management (D’ Costa, 2000). Even so, there are 
exceptions to this rule. India’s Sona Steering employed professional management from the 
beginning, while the Swaraj Paul family undertook upmarket acquisitions in the UK that were 
guided by professional managers (D’ Costa, 2000; Kumar, 2009). Governmental control is 
also a common phenomenon among EM firms (Ramamurti & Singh, 2009). Government 
controlled firms can quickly obtain governmental approvals (Morck et al., 2008), which 
facilitate upmarket acquisitions. On the other hand, governmental control may influence a 
firm’s strategy (Fortanier & van Tulder, 2009) and reflect governmental objectives, such as 
low prices for products and services (Thomsen & Pedersen, 2000). The Indian state-owned 
Maruti Udyogs extremely low prices (Okada, 2004) serve as a good example.  
Acquisition financing. Acquisition financing can be a challenge for some EM firms, but it can 
often be offset through government funding (Ramani, 2001). This can sometimes develop 
into an institutional dependence that inhibits the firm’s strategic investments (Child & 
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Rodrigues, 2005). Government funding can take several forms, such as preferential financing 
(Gammeltoft et al., 2010) or tax benefits (Cui & Jiang, 2007). 
Alternatively EM firms could rely on foreign capital support, which, in several EMs, has 
increased in the post-liberalization period (see Douma et al., 2006), for instance in terms of 
foreign listings (Chittoor, Sarkar, Ray, & Aulakh, 2009). For example, the Indian firm 
Graycell has attracted business angels and venture capital investors from the US (Arora et al., 
2001). 
Finally, some EMs have relatively well-developed capital markets that can finance the 
acquisition-based growth of firms within those markets. Many Indian companies, for 
example, are listed on the Bombay Stock Exchange or the National Stock Exchange (e.g., 
Douma et al., 2006). 
 
Even if intra-country institutional differences are likely to be smaller than inter-country 
differences (Kostova & Zaheer, 1999), it is important to note that firms located in 
metropolitan cities in EMs can typically access higher quality institutions, services and 
infrastructure than firms located in rural areas and smaller cities (van Dijk, 2009). A firm’s 
location can consequently influence the development of its institution-based antecedents. 
However, it is not explicitly included in the discussion of Figure 2 because it is not expected 
to be connected to motivations for acquisitions in AMs in particular.   
2.2.3 Industry-based antecedents 
AM competition. In recent years, direct competition from AM firms has become an 
increasingly common phenomenon in EMs (Kapur & Ramamurti, 2001). This industry-based 
antecedent (bottom rectangle in Figure 2) allows EM firms to increase their knowledge of 
AM competition (Liu et al., 2008). Simultaneously, the opportunity to compete with AM 
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firms in the domestic market can give EM firms the confidence they need to compete in the 
AMs themselves (Nayyar, 2008). For example, large Indian firms, such as Tata Consultancy 
Services, Infosys and Wipro, have been able to improve their communication practices partly 
due to Texas Instruments presence in India (Patibalanda & Petersen, 2002). Accordingly, 
some EM firms can be exposed to very high AM firms’ competition, whereas others can be 
industry leaders. 
Industry type. EM upmarket acquisitions have covered a broad range of industries (for a 
review of Chinese and Indian upmarket acquisitions, see Fortanier & van Tulder, 2009). The 
institutional context influences and shapes the industry-based antecedents through industry-
specific regulations and policies. As these aspects cannot be applicable to all industries, the 
‘‘industry type’’ antecedent is explicitly included in the framework in Figure 2. 
In summary, the various combinations of the antecedents represented in Figure 2 
constitute the different bases necessary for the exploitation of EM firms’ existing advantages 
or the absorption of the strategic assets sought through upmarket acquisitions. The following 
section connects these antecedents to different motivations for upmarket acquisitions. 
 
3.  UPMARKET ACQUISITIONS: A THEORETICAL MODEL 
Rationally, EM firms should undertake those upmarket acquisitions that best ‘‘fit’’ their 
antecedents. In other words, the EM firm’s combination of antecedents places it into one of 
the cells represented in Figure 3, which are derived from the strategies shown in Figure 1 
combined with the antecedents classified in Figure 2. 
Every cell in this matrix illustrates the firms’ antecedents that best fit the acquisition strategy 
in that cell. There are four possible strategic aims for acquiring firms: to augment 
technological capabilities (‘‘upstream strategy’’, cell 1), to augment marketing capabilities 
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(‘‘downstream strategy’’, cell 4), to augment both technological and marketing capabilities 
(‘‘augmenting strategy’’, cell 3), or to augment neither technological nor marketing 
capabilities, but instead exploit the advantages already possessed (‘‘exploitative strategy’’, 
cell 2). In order to fit into one of the four strategies highlighted in Figure 3, a firm does not 
have to possess all the antecedents listed in that cell. Rather, a firm possessing several of the 
listed antecedents will be expected to have a good fit with the strategy.  
 [Insert Figure3 about here] 
In accordance with the IBV, the antecedents of firms that are deeply rooted in the EM 
institutional environment are expected to be relevant for that context and transferable to other 
EMs because of institutional similarities. For the same reason, the antecedents connected to 
AM institutional conditions can support the effective exploitation and/or acquisition of 
technological and/or marketing advantages in that context.  
3.1  Upstream strategy 
The marketing-exploiting and technological-augmenting strategy should be undertaken by 
EM firms possessing several of the antecedents listed in cell 1 (Figure 3). This strategy is 
implemented by EM firms with a market focus on EMs that are willing to augment their 
technological advantages to serve this typically low-cost context with affordable, easy-to-use 
products (Ramamurti & Singh, 2009). At the same time, these firms exploit their EM-rooted 
marketing advantages to serve low-income customers, as they have an informational 
advantage concerning local institutions and requirements (Ramamurti & Singh, 2009), which 
can help these firms overcome their liabilities of foreignness in host locations (Kostova & 
Zaheer, 1999).  
As highlighted in cell 1 (Figure 3), a market focus on EMs is often linked to family 
ownership (Mathews & Zander, 2007), which is often connected to the possession of business 
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linkages in EMs (Bhaumik et al., 2010). Moreover, EM business groups are often industry 
diversified (D’ Costa, 2000; Khanna & Palepu, 2000). The latter is a resource-based 
antecedent useful for technological augmentation because the firm lacks ‘‘attention barriers’’ 
and is consequentially highly receptive to new technologies (Barkema & Vermeulen, 1998; 
Levinthal & March, 1993). In terms of the acquisition financing antecedent, some EM 
business groups might be connected to local financial institutions or they might tunnel cash 
among different group members (Douma et al., 2006). As technological augmenting can 
imply a longer time period before returns actually increase compared to other strategies 
(Vissa, Greve, & Chen, 2010), internal acquisition financing might be the firms preferred 
choice. 
EM family controlled firms – cf. cell 1 – often employ management with an AM education 
(Tan & Meyer, 2010), as this resource-based antecedent can support technological 
augmentation with the advanced knowledge protection techniques the managers are likely to 
have learned (Levinthal & March, 1993). EM firms undertaking ‘‘upstream strategies’’ may 
also have built their technological skills base through past internationalization experience, 
e.g., in the form of international technological collaborations with AM firms (e.g., Lall, 
1982). With regard to the industry-based antecedents, these firms are likely to operate in 
industries sensitive to technological upgrades.  
The upmarket acquisitions undertaken by the Indian family owned firm Suzlon serve as 
a good example of the ‘‘upstream strategy’’. Suzlon is a global producer of wind turbines. It 
was the first Indian firm to diversify from the textile industry into the wind energy sector in 
order to serve the large domestic demand for energy (Lewis, 2007). It then expanded into 
EMs, especially those in Asia, where the demand for wind power was high (Ramamurti & 
Singh, 2009). In the 2000s, the firm acquired the German firms Sudwind and Repower 
(Tiwary & Herstatt, 2009) and the Belgian firm Hansen Transmissions (Lewis, 2007). 
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Through these upmarket acquisitions, Suzlon successfully absorbed technological AM 
advantages (Lewis, 2007) and managed to offer a complex technology as a low-cost, 
accessible product by exploiting its EM marketing knowledge. Suzlon’s case fits with the 
upstream strategy given the firms focus on EMs, family ownership, industry diversification 
and industry type antecedents, as illustrated in Figure 3.  
3.2  Exploitative strategy 
The pure ‘‘exploitative strategy’’ should be undertaken by EM firms characterized by some 
of the antecedents listed in cell 2 (Figure 3). This strategy should be followed by EM firms 
supported by institution-based antecedents, such as governmental linkages and financing, 
which are usually highly risk adverse (Cui & Jiang, 2007) and therefore hostile to 
augmenting strategies. Government financing is often exploited by firms whose managers 
have AM working experience (Filatotchev et al., 2009) and it is linked to a domestic market 
focus (Young, Huang, & McDermott, 1996). This strategy can therefore be followed by EM 
firms focused on the EM context (cell 2) that have decided to exploit the technological and 
marketing advantages they possess in AMs. These firms are likely to benefit from the 
industry-based antecedent of market leadership, which can support an exploitative strategy, 
while engaging in those activities in which they are particularly competent (Levinthal & 
March, 1993). 
Alternatively, EM firms implementing this strategy may have past internationalization 
experience, perhaps through acquisitions in AMs. They may therefore have directly acquired 
marketing and technological advantages that can now be fully exploited through this 
acquisition strategy.  
Examples that fit this ‘‘exploitative strategy’’ can be found in the upmarket acquisitions 
undertaken by the Indian firm ArcelorMittal, one of the world’s leading steel companies (D’ 
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Costa, 2000). ArcelorMittal has built extensive upmarket acquisition experience over the 
years (Kumar, 2009). It acquired Inland Steel in the US in 1998 (D’ Costa, 2000), and the 
US-based International Steel Group and the Belgium-based Arcelor in 2006. As a result of 
ArcelorMittal’s extensive acquisition experience in AMs, these upmarket acquisitions were 
successful, and increased the size of the Indian acquirer and its ability to negotiate better 
prices from its suppliers. They also helped to guarantee its customers a stable supply (Kumar, 
2009). This case fits the exploitative strategy given the firms internationalization experience 
and global leadership antecedents.   
3.3  Augmenting strategy 
A pure ‘‘augmenting strategy’’ is highly risky and it should be undertaken by the EM firms 
described by the antecedents listed in cell 3 (Figure 3). These EM firms can benefit from 
antecedents such as family control, where the controllers often overlap with the top 
management (Thomsen & Pedersen, 2000), which may make the firm more willing to take 
risks than if it was under external management (Zahra, 2005).  
These EM firms typically have a market focus on AMs (cell 3), and are therefore able to 
better understand AM institutions and customer relationships (Filatotchev et al., 2009). This 
represents a useful combination of antecedents for augmenting marketing advantages. At the 
industry level, this strategy may be implemented by EM firms facing very high AM 
competition because limited improvements would help too little in such cases (Levinthal & 
March, 1993), while a radical augmenting acquisition could significantly increase the firm’s 
competitiveness. 
These firms are likely to be able to access market acquisition financing, which is often 
characterized by less shareholder pressure than in AMs (Gammeltoft et al., 2010) and 
therefore implies more freedom to attempt risky upmarket acquisitions. A strong combination 
of antecedents is necessary for the assimilation of the technological and marketing 
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advantages. Taken together, managements AM working and educational background (cell 3) 
can provide this through familiarity with techniques of knowledge protection and practical 
experience with marketing opportunities in AMs (Carpenter & Frederickson, 2001). This 
resource-based antecedent is linked to diversification (Carpenter & Frederickson, 2001), as 
location- and industry-diversified firms may have the necessary technological and marketing 
bases needed for the absorption of the advantages. 
Alternatively, if the acquiring EM firm does not possess this combination of antecedents, its 
business linkages to diversified firms can act as a substitute (Elango & Pattnaik, 2007; Tan & 
Meyer, 2010). Finally, the EM firm may have past internationalization experience in AMs, 
perhaps as a subcontractor to AM firms (Duysters et al., 2009; Ramamurti & Singh, 2009). 
This can allow the firm to develop both a technological and marketing base, depending on the 
type of internationalization activity.  
The profile of firms suitable for the ‘‘augmenting strategy’’ is well represented by some 
Indian pharmaceutical firms, which primarily expand overseas through upmarket acquisitions 
(Bhaumik et al., 2010) and are highly oriented towards AMs (Athreye & Godley, 2009; Kale, 
2010). Many of the Indian pharmaceutical firms undertaking upmarket acquisitions need to 
gain access to the patents and knowhow of R&D-intensive AM companies (Athreye & 
Godley, 2009; Bhaumik et al., 2010). At the same time, they need advanced marketing 
abilities, particularly because they face intense competition from AM firms that have entered 
the Indian economy with their impressive market power and brand reputation (Athreye & 
Godley, 2009). 
It is important to emphasize the remarkable influence that the institutional context has had on 
the Indian pharmaceutical industry. Prior to 1995, the Indian Patent Act allowed for patents 
on the manufacturing process but not on end products, as in AMs. Indian firms therefore 
developed skills in producing extremely low-cost drugs, but neglected new product 
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development. In 1991, the Indian government initiated economic liberalization and changes 
in the intellectual property regime. As a result, Indian pharmaceutical firms faced a serious 
threat to their low-cost advantage and experienced a considerable increase in competition 
(Chittoor et al., 2009; Pradhan, 2008). In this changed context, upmarket acquisitions can 
allow Indian firms to quickly absorb new technologies and marketing skills.  
Ranbaxy Laboratories is the most active acquirer in the Indian pharmaceutical industry 
(Athreye & Godley, 2009). The firm has used upmarket acquisitions to access technological 
and marketing expertise. Since 1995, the firm has acquired Ohm Labs in the US (Athreye & 
Godley, 2009), the Belgium-based Ethimed NV, the US-based Signature Pharmaceuticals 
Inc. and an anti-hypertensive brand in Germany from P&G (Pradhan, 2008). Ranbaxy also 
relied on licensing and international JVs as modes of technology acquisition (Kale, 2010). In 
accordance with the antecedents suitable for the ‘‘augmenting strategy’’, Ranbaxy hired its 
R&D president from Bristol Mayer Squib in 2003, its vice-president from the Schering-
Plough Research Institute in the US and the head of clinical psychiatric R&D at 
GlaxoSmithKline to manage its R&D (Kale et al., 2010). Ranbaxy’s case fits the augmenting 
strategy given the firms focus on AMs, the high level of competition it experienced, its 
internationalization experience and its decision to hire managers with AM backgrounds. 
Other insightful examples of Indian pharmaceutical firms that fit nicely into the ‘‘augmenting 
strategy’’ are Sun Pharmaceutical Industries, which undertook upmarket acquisitions of three 
brands from US-based Women’s First Healthcare (Pradhan, 2008), and Wockhardt, which 
acquired the German pharmaceutical company Esparma GmbH and its numerous marketing 
authorizations (Athreye & Godley, 2009). 
3.4  Downstream strategy 
Finally, the marketing augmenting and technological exploiting strategy should be 
undertaken by those EM firms described by the antecedents listed in cell 4 (Figure 3). These 
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EM firms are expected to have a market focus on AMs, to be able to understand AM 
institutions and requirements (Filatotchev et al., 2009), and therefore to augment their 
marketing advantages. In addition, they should have a strong technological position rooted in 
the EM context.  
These firms’ managers are likely to have AM work experience (Filatotchev et al., 2009), 
often connected with business linkages in AMs (Zhou et al., 2007). These firms often face 
high AM competition (Duysters et al., 2009), which can be linked to their focus on AMs. 
Foreign acquisition financing also represents a coherent resource-based antecedent in this 
case, which may support the marketing skills base developed through AM linkages (Chittoor 
et al., 2009; Young et al., 1996). Moreover, marketing-advantage augmentation can be a 
quicker way of improving returns than technological-augmenting acquisitions (Vissa et al., 
2010), a fact that is appreciated by foreign investors. This type of acquisition financing is 
often linked to location diversification (Carpenter & Frederickson, 2001), which gives the 
firm a strong marketing skills base for an upmarket acquisition strategy. These firms are 
experienced in dealing with different customers, competitors and suppliers (Barkema & 
Vermeulen, 1998), they are less linked to their domestic market, and they are more receptive 
to opportunities in foreign markets. Alternatively, these firms might be affiliated with 
location-diversified EM business groups (Elango & Pattnaik, 2007). 
Finally, past internationalization experience in AMs can serve as a useful marketing skills 
base that is derived from contacts with AM customers. Through this type of upmarket 
acquisition, the acquiring firm can obtain exclusive access to the targets AM marketing 
advantages and customer relationships (Graebner, Eisenhardt, & Roundy, 2010).  
Some Indian firms in the IT services industry fit well into the ‘‘downstream strategy’’ 
category. These firms are generally oriented towards AMs (Gaur & Kumar, 2010; Kapur & 
Ramamurti, 2001) because the domestic IT services market is relatively small (Patibalanda & 
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Petersen, 2002). Furthermore, long-term customer relationships (Arora et al., 2001) and a 
presence in AMs are of crucial importance for these firms (D’ Costa, 2000). Managers of 
these firms are likely to have AM working experience, which can support the firm’s 
capabilities from the technological and customer collaboration perspectives (Arora et al., 
2001; Schware, 1992). These firms often benefit from foreign listings or capital from their 
AM connections (D’ Costa, 2000). 
In particular, the Indian diasporas in AMs play an important role in the internationalization of 
Indian software firms (Gaur & Kumar, 2010). These firms have experienced substantial 
growth in the presence of global competitors in India (D’ Costa, 2000) and have become 
active outsourced service providers for AM firms (Kapur & Ramamurti, 2001). Leading 
Indian firms in the IT services industry, such as Infosys, Wipro, Satyam Computers and 
Visualsoft, have gained impressive technological capabilities (Patibalanda & Petersen, 2002) 
that can be exploited through upmarket acquisitions. Infosys and Wipro, in particular, have 
made upmarket acquisitions of US firms in the past (Kapur & Ramamurti, 2001). This 
example fits the downstream strategy given the firms focus on AMs, managers with AM 
working experience, foreign financing, AM connections, high AM competition and 
internationalization experience (cell 4 in Figure 3).  
In other industries, good examples of the ‘‘downstream strategy’’ are the upmarket 
acquisitions of the UK-based Tetley Teas global brand in 2000 by Tata Tea (Kumar, 2009) 
and of Jaguar-Land Rover in 2008 by Tata Motors. The latter upmarket acquisition was 
aimed at gaining experience in managing a luxury brand (Athreye & Kapur, 2009; Bhaumik 
et al., 2010; Kumar, 2009) in an industry in which competition is becoming increasingly 
intense (Okada, 2004). Other examples of Indian downstream acquisitions in the UK are 
found in the Indian firm VIP Industries’ acquisition of Carlton’s brand and distribution 
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capabilities, and in United Breweries’ acquisition of Whyte and Mackay, which provided it 
with access to several prestigious brands (Kumar, 2009).   
To conclude, firms’ antecedents are often linked in a complex manner. All three 
categories (resource-, institution- and industry-based antecedents) typically exert an impact 
on the motivations behind the four acquisition strategies.  
 
4.  DISCUSSION AND CONCLUSIONS 
The present work studies the phenomenon of upmarket acquisitions undertaken by EM firms, 
which is an interesting and challenging phenomenon involving firms that originate from 
institutionally weaker contexts than those found in traditional AMs. The emergence of this 
phenomenon has fuelled a vivid theoretical debate concerning its potential explanations in 
comparison to traditional theories based on AM firms. This debate typically focuses on two 
alternatives. On the one hand, traditional AM-based explanations may be viewed as suitable 
also for explaining the internationalization of EM firms (see Narula, 2006; Rugman & Li, 
2007). On the other hand, new theoretical alternatives can be developed to help enhance our 
comprehension of EM firms’ internationalization (see Madhok & Keyhani, 2012; Mathews, 
2006).  
In particular, EM firms’ upstream acquisitions are sometimes said to be guided by 
augmenting motivations because EM firms lack traditional exploitable advantages (Duysters 
et al., 2009; Mathews, 2006; Mathews & Zander, 2007). At other times, such acquisitions are 
described as deals based on the exploitation of the acquirer’s advantages abroad, as in the 
case of AM firms (e.g., Rugman & Li, 2007). Not only are the two streams of research in 
disagreement, but they also run one risk associated with the study of internationalizing EM 
firms – the possibility that such firms will be depicted as stereotypes.  
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The paper offers the beginnings of a resolution to this debate by giving a comprehensive 
overview of EM firms’ antecedents to upstream acquisitions and by discussing how such 
antecedents guide firms’ motivations for undertaking these investments. The institutionally 
induced factors that EM firms develop in response to weak home institutions are explicitly 
included in the analysis. In this regard, the analysis includes both traditional explanations and 
factors capturing the peculiarities of EM contexts. As such, the paper stresses that the EM 
firms’ heterogeneity must be considered if we are to understand which motivations should 
guide EM firms’ upmarket acquisitions. 
Three types of antecedents, organized in resource-, institution- and industry-based categories, 
capture this heterogeneity among EM firms. Therefore, the paper extends previous research 
on EM firms’ internationalization by presenting a more comprehensive view of these firms’ 
behaviours and choices, thereby overcoming the radical, sometimes oversimplified, previous 
explanations.  
The paper has some important managerial implications. First, it can help EM firms’ 
managers increase their awareness of the need to match the motivations guiding upmarket 
acquisitions with the heterogeneous antecedents their firms possess. This should lead to a 
more rational perception of how these firms can be successful in AMs. Second, this 
discussion should incentivize the managers of both EM and AM firms to develop their 
awareness of the institutional differences between these groups of countries and to invest in 
relevant assets when venturing into institutionally dissimilar host countries. Third, the paper 
can be useful for AM firms’ managers willing to explore which capabilities they should 
develop when entering EMs and what competencies their local competitors are likely to 
possess. In this regard, the theoretical framework presented here can assist AM managers in 
better understanding EM firms and their environment, potentially supporting future 
interactions.  
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The study has some limitations. First, of the different internationalization modes, the 
paper focuses only on upmarket acquisitions, which have been found to be particularly 
relevant for EM firms (see Aulakh, 2007; Bhaumik et al., 2010; Gammeltoft et al., 2010; 
Gaur & Kumar, 2010). It would be interesting to examine various internationalization 
alternatives to see the strengths and limitations of the theoretical model in those contexts.  
Second, some illustrative Indian firm-level examples have been presented in this study 
because the Indian context is especially relevant and interesting in terms of upmarket 
acquisitions. These examples, however, do not provide conclusive results. There is, therefore, 
an opportunity to validate the findings of the study through the application of the model to 
empirical data. A future empirical analysis could consider, for instance, Indian and Chinese 
upmarket acquisitions, which is a common practice in this type of research (e.g., Kapur & 
Ramamurti, 2001; Sun et al., 2012). This comparison might be relevant, as Chinese overseas 
acquisitions are often carried out by state-owned enterprises, while the majority of Indian 
deals are handled by private sector firms. Furthermore, Chinese firms operate mainly in 
primary sectors, whereas Indian acquirers are distributed across various industries (Athreye & 
Kapur, 2009; Sun et al., 2012). Furthermore, the Indian diasporas are more dispersed in AMs 
than the Chinese diasporas. This type of comparative empirical analysis could, therefore, be a 
particularly interesting test of the theoretical model.  
Finally, the present study has analysed which EM firms upmarket acquisition strategies suit 
different firms’ antecedents. At this point, it would be interesting to look into unsuitable 
combinations, i.e., ‘‘misfits’’ between strategies and antecedents. For example, in cases of an 
augmenting strategy with no coherent combination of antecedents, the firm is likely to be 
unable to recognize and absorb the implied advantages, to incur extra managerial costs and 
potentially fail in fulfilling its acquisition goals. In the opposite case of exploitation of the 
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firms’ antecedents without a suitable combination of antecedents, the firm will be likely to 
fail to take advantage of this type of upmarket strategy.  
To conclude, EMs represent an interesting setting for the study of aspects that are not 
substantially available or significant in AMs (Gaur & Kumar, 2010). In such contexts, many 
assumptions underlying traditional theories might need to be re-investigated (Meyer & Tran, 
2006). Future investigations should therefore incorporate the context of the research more 
explicitly.  
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Figure3: Emerging market firms’ antecedents and acquisition strategies 
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Abstract 
Drawing upon the temporal and institutional theoretical perspectives, we study firms’ ‘time to 
internationalization’ during a period of institutional change. Time to internationalization 
refers to the time it takes for a firm to conduct the first big step in setting up a subsidiary 
abroad. In order to explain different time to internationalization behaviors, we propose a 
framework based on the embeddedness of domestic and industrial contexts. We develop six 
hypotheses and test them in an Indian empirical setting, using an event history technique that 
takes into account both firms that go international and those that do not internationalize. Our 
findings provide interesting insights on factors that promote early versus late 
internationalization with significant theoretical and managerial implications.  
 
 
 
The paper has been presented at the 2012 AIB Conference and at a research seminar organized by the 
Department of Strategic Management and Globalization of Copenhagen Business School. Insightful 
comments from colleagues at the Center for Emerging Markets of Northeastern University are also 
gratefully acknowledged.   
67 
 
1. INTRODUCTION  
The time that a firm takes to internationalize can have important implications on its 
competitive positioning and long term performance. Early internationalizers develop global 
experiential knowledge sooner than other competitors (Eisenhardt and Brown, 1998); they 
have an earlier exposure to international opportunities (Jones, 2001) and are able to 
potentially increase their market share and, sometimes, profitability and survival chances (cf. 
for a review Kochhar and Hitt (1995)). In other words, successful internationalization 
requires, among other factors, that time to internationalization is properly managed by the 
firm (Jones and Coviello, 2005).  
Given the relevance of the timing issue when it comes to internationalization, it is 
important to study the variation in behavior between early and late internationalizers. In this 
paper we aim to study the determinants of the timing of firms’ first internationalization foray. 
Despite its relevance, research on firms’ time to internationalization has received surprisingly 
little attention (Ancona et al., 2001), with few recent exceptions (e.g. Gaba, Pan and Ungson, 
2002; Zucchella, Palamara and Denicolai, 2007).  
We delve into this research issue from an emerging market (EM) perspective through 
the study of Indian firms. Our contention is that valuable and interesting insights can arise 
from studying internationalization aspects in EMs (e.g. Filatotchev et al., 2009; Wright et al., 
2005). EMs represent indeed a unique context to study firms’ time to internationalization, as 
institutions are not only different to those in advanced markets but in the recent past have 
undergone significant changes (Aulkah and Kotabe, 2008; Chittoor et al., 2009; Peng, 2003). 
This provides a unique opportunity for our study that focuses on how economic liberalization 
is affecting the internationalization pattern of indigenous Indian firms.  
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Furthermore, EM firms’ internationalization is often characterized as “accelerated”, 
evoking similarities with firms that start internationalizing soon after inception, referred to in 
literature as “international new ventures”, “early internationalizing firms” (Knight, Madsen 
and Servais, 2004) or “born globals” (Knight and Cavusgil, 2004; Oviatt and McDougall, 
1994). Typically, such firms that internationalize soon after their inception are defined and 
categorized, empirically, based on the years of existence prior to internationalization. 
However, the years prior to internationalization to be considered as a “born global” or 
“international new venture” range anywhere from three to ten years, limiting seriously the 
generalizability of such findings. We adopt a more nuanced approach, studying the actual 
time to internationalization. In this way we go beyond the different labels used in past 
literature and study more rigorously the timing determinants.  
Focusing on the firms’ first decision to internationalize, this study attempts to explain, 
in particular, the factors that determine early versus late international investments. In order to 
understand this issue, we argue that different factors at the firm, industry and institution-level 
of analysis influence firms’ time to internationalization. To test our theoretical framework, 
we analyze Indian firms during the period 1997-2010, employing event history method with 
time varying explanatory variables. Our study contributes to existing literatures on the 
internationalization of firms and the institutional theory. Moreover, we contribute to the 
growing but still scarce number of studies examining Indian firms, focusing however on 
aspects that can contribute to a broader understanding of the internationalization process and 
that highlight the value of utilizing an EM empirical setting.  
The event history method that we use for our analysis allows us to overcome a common 
weakness in studies on time to internationalization -- they only look at those firms that do 
internationalize and disregard all those firms that do not internationalize (e.g. Zucchella, 
Palamara and Denicolai, 2007; Schwens and Kabst, 2009). In our study we are able to take 
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into account information on the timing of internationalization for all firms making our results 
more robust than previous studies.  
The paper is organized as follows. First, we present the theoretical framework of our 
study, which combines the temporal and the institutional theoretical perspectives. Second, we 
develop a set of 6 hypotheses, primarily based on the concept of context embeddedness. 
Third, we explain and justify the chosen methodology in terms of data collection, the 
measurement of our variables and applied econometric model. Finally, we present our 
empirical results, we discuss them and we draw some theoretical and managerial implications 
of the study.  
 
2. THEORETICAL BACKGROUND  
Time has been included in theories on internationalization as a boundary condition, but has 
rarely been positioned as a primary factor in internationalization (George and Jones, 2000). In 
fact, many studies have analyzed situations as if they were disjointed in time (Melin, 1992). 
Since time is abstract and complex, it is difficult to study and analyze it explicitly, and thus 
there is usually an over-simplistic and no uniform treatment of this dimension in current 
literature (Sharma and Blomstermo, 2003). As such the time to internationalization has 
largely been ignored in past literature (Ancona et al., 2001; Sharma and Blomstermo, 2003; 
Jones and Coviello, 2005).  
Nevertheless, time is a fundamental factor, essential to our understanding of firms’ 
internationalization and its potential success (Jones and Coviello, 2005). In general, time 
should play a more important and explicit role in current studies, since to understand the very 
nature of a phenomenon it is equally important to understand how it evolves over time. 
Activities do not exist independent of time, which constitutes an essential feature of firms’ 
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behavior (George and Jones, 2000) and can be an important input for firm’s strategy 
(Mosakowski and Earley, 2000). Time can be viewed as a resource to be managed, to pursue 
organizational objectives (Bluedorn and Denhardt, 1988). The concept of change over time is 
also fundamental in organizational research for almost all studied phenomena (Chan, 1998).  
More specifically with regard to internationalization, time is an important factor for 
internationalizing firms to manage. In international business studies however it has 
traditionally played a marginal role (Ancona et al., 2001), with few important exceptions (e.g. 
Gaba, Pan and Ungson, 2002; Zucchella, Palamara and Denicolai, 2007). The concept of time 
in the internationalization process can refer to two distinct concepts, (i) to the early start of 
international activities (i.e. precocity, or time to internationalization) and (ii) to the speed of 
international expansion over time (i.e. pace of growth) (Zucchella, Palamara and Denicolai, 
2007). The time to internationalization addresses the question of when (i.e. earlier or later) 
does a firm start to internationalize after a given event, whereas the speed of 
internationalization addresses the intensity of internationalization activities between 
successive internationalization events. It is important to distinguish between the timing of the 
initial entry and speed of the subsequent international expansion and these two concepts 
should be treated separately. In this paper, we focus on the timing of the first foreign direct 
investment (FDI) conducted by the firm.  
We depart from past literature by relating the occurrence of cases of earlier versus later 
firms’ internationalization not to the age of the firm, but to the emergence of specific new 
internationalization opportunities. With the concept of time to internationalization, we do not 
focus on a over-simplified dichotomy that identifies early versus late internationalizing firms; 
instead, we take into consideration all the nuances of the actual time that it takes for firms to 
internationalize.  
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The focus on the first (big) step of internationalization of the firm is also a deliberate 
choice we make. The first internationalization activity is a critical event, as threshold between 
the domestic and international state of the firm involves a more substantial change compared 
to subsequent internationalization steps (Pedersen and Shaver, 2011). The timing of this first 
internationalization, however, has not been systematically researched, and it tends to be 
treated as a given condition. We aim to enrich theory by making the issue of timing to 
internationalization more endogenous to firms. Furthermore, since we aim at explaining 
organizational responses to institutional changes, we combine the temporal theoretical lens 
with an institutional perspective. Drawing on the institution-based view – which is an 
increasingly important theoretical lens in international business studies –, several authors 
have studied how institutions3
We believe that EMs constitute a particularly insightful research setting, since many of 
them have recently experienced widespread economic and market liberalization and the 
subsequent emergence of new internationalization opportunities for their firms (Hoskisson et 
al., 2000; Wright et al., 2005). A few decades ago many governments in the world heavily 
controlled their economies; starting from the 1970s, some of them have been forced to 
embark on a path of institutional reform (Cuervo-Cazurra and Dau, 2009), characterized by 
institutional transformations, market liberalizations and the introduction of market-based 
systems (Peng, 2003). This has generated new opportunities and many EM firms have 
subsequently ventured into international markets. However, we know that not all firms are 
behaving in the same way and benefitting equally from the opening of these new windows of 
 change and how they affect firm behavior and transformation 
(e.g. Cuervo-Cazurra and Dau, 2009; Peng, 2003; Newman, 2000; Peng, Wang and Jiang, 
2008).  
                                                          
3 When we refer to the institutional environment, we draw on the definition in line with neo-institutional 
economists, which use this term to refer primarily to the regulatory framework (e.g. North, 1990); the distinction 
between the institutional environment’s regulatory, normative and cognitive dimensions defined by socio-
economists (e.g. Scott, 1995) is not applicable to our discussion.  
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opportunity (e.g. Peng, 2003). We aim at studying the determinants of the time taken by these 
firms to internationalize during a period of critical institutional changes.  
We propose a theoretical framework and test it empirically on the case of one of the 
largest EM, namely India. Institutional change can indeed be qualitatively different across 
EMs (Peng, 2003) and India offers an ideal context for such an investigation. Up until 1990 
strict regulations discouraged Indian firms from internationalizing, and it was only in the 
early 1990s that institutional reforms were made, which allowed inward and outward 
internationalization (Kedia, Mukherjee and Lahiri, 2006). Measures were introduced to open 
several sectors (Chakrabarti, Megginson and Yadav, 2008; Mathur, 2005) and liberalize the 
foreign activities that Indian firms could undertake (Khandwalla, 2002), changing the 
economic landscape in India considerably from 1991 and onwards (Ghemawat and Khanna, 
1998).  
While internationalization prior to reforms consisted mainly of foreign collaborations 
with advanced market firms and modest export activity, after the liberalization many 
opportunities emerged and local firms undertook an increasing number of FDIs (Khandwalla, 
2002). However, not all firms were pushed similarly towards internationalization as a result 
of the institutional changes. During this period of complex changes and emergence of new 
international opportunities, some firms have been able to internationalize fairly quickly; other 
firms have taken more time to expand internationally; and some others have not 
internationalized at all. We base our framework to explain the time to internationalization in 
this extremely interesting and dynamic EM research setting.  
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3. HYPOTHESES DEVELOPMENT  
In order to extend our understanding of the firms’ time to internationalization, we apply the 
temporal and institutional theoretical lenses to build some testable hypotheses, which are 
primarily based in the concept of “embeddedness” (Polanyi, 1944). This concept has taken 
different meanings in the past. Embeddedness is usually treated as a constraint; however, this 
is not always the case. Different forms of embeddedness exist and the effects are likely to 
depend on the context that the firm is embedded in. Therefore, different types of 
embeddedness can lead to either a firm’s inertia to internationalize or to a triggering effect, 
which can subsequently lead respectively to increased or reduced time to internationalization. 
In the following sections, we look at these two opposed consequences of embeddedness 
separately, i.e. on the one hand, the role of inertia due to embeddedness in the domestic 
context, on the other hand, the triggering effect of embeddedness in an internationally 
oriented industrial context (Melin, 1992).  
3.1 Domestic context embeddedness 
We expect that the more a firm is embedded in the domestic context, the less likely it will 
have an early reaction to new international opportunities. In other words, high domestic 
context embeddedness can increase the firm’s inertia and make it less responsive to external 
opportunities. Inertia can be defined in terms of time to firms’ adjustment relative to the 
timing of environmental changes (Hannan and Freeman, 1984) and can therefore retard 
firms’ responses to particular events, such as the first foreign expansion of firms.  
A basic factor that can increase the firm’s level of domestic embeddedness (and 
therefore the firm’s time to internationalization) is the firm’s age. Drawing on organizational 
imprinting theory, the context in which a firm is founded has an impact on it, the imprint 
creates an initial fit with the founding context and persists for some time (Boeker, 1989; 
Stinchcombe, 1965). However, when the context changes, imprinting forces will limit firms’ 
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responses by making changes costly or difficult (Boeker, 1989). Older firms will therefore 
suffer from higher inertia to change, compared to younger firms, because of their higher 
embeddedness in the old domestic context. Old-generation firms must unlearn old routines 
and competencies developed in the old domestic context before new ones can be learned to 
adapt to the new changing context (Newman, 2000). This is expected to be more time-
consuming for old-generation firms.  
Domestic context embeddedness can also inhibit the firm’s awareness of the need to 
change (Dixon, Meyer and Day, 2010). This is likely to increase organizational inertia, which 
will make the firm less responsive to new international opportunities. On the other hand, 
firms founded in more recent time periods are likely to be more aware of international 
opportunities and ready to internationalize much sooner. For this reason, we expect the 
following:  
H1a: In liberalizing institutional environments, firms incorporated more recently will take 
less time to internationalize.  
Affiliation to domestic business groups is also expected to increase the firm’s domestic 
context embeddedness, and therefore increase the firm’s time to internationalization. In order 
to respond to opening of new windows of international opportunity, business group affiliated 
firms have to first unlearn behaviors that were appropriate in a protectionist domestic 
environment, but that would create obstacles in the new liberalized business environment 
(Ray, 2001). The competitive advantages of business groups affiliated firms will be less 
relevant to the new context of emerging international opportunities (Wright et al., 2005; 
Kedia, Mukherjee and Lahiri, 2006). While adapting to the new formal institutions may be 
relatively easy for business group affiliates, making changes to their informal institutions 
(such as conducting business based on social connections) in order to fit with the new 
environment will be much more difficult (North, 1990). Furthermore, affiliated firms can 
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experience a sort of buffering effect against changes due to affiliation advantages that accrue 
to them (Hoskisson et al., 2004), and so perceive less the need to react to those changes in the 
short term. The unlearning of the old routines and capabilities associated with domestic 
business group affiliation will take a much longer time and will result in increased firm 
inertia as well, with subsequent increase in the firm’s time to internationalize. Given all these 
reasons, we formulate the following hypothesis:  
H1b: In liberalizing institutional environments, firms not affiliated to local business groups 
will take less time to internationalize.  
3.2 Industrial context embeddedness  
In contrast to the previous set of hypotheses, a second type of organizational embeddedness 
can lead to a triggering effect facilitating a faster time to internationalize. This triggering 
effect will emerge depending on the type of industrial context that the firm is embedded in. 
The industrial context can in general facilitate such a triggering effect for two reasons. First, 
firms are likely to be influenced by what other firms in their industry do, also when it comes 
to the pattern of internationalization (Guillen, 2002; Jones, 2001; Enright and Hulsink, 1998). 
Second, the industrial context can span across country borders (Melin, 1992), and this can 
have a triggering effect on the time to internationalization. Certainly, some industries have a 
larger international scope and are integrated into global markets much more than others such 
as the highly internationalized high-tech industries.  
Firms willing to internationalize might imitate who they perceive to be successful 
(Schwens and Kabst, 2009), such as in this case the firms that have successfully 
internationalized before in the same industry. A firm may also get additional information and 
legitimacy from other firms in the same industry, especially in uncertain situations (Chung 
and Beamish, 2005), such as of first internationalization during institutional change. On the 
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other hand, low embeddedness in a highly internationalized industrial context will result in 
low exposure to cases of successful internationalization, which is likely to result in a 
postponement of international investments. We argue therefore that a high level of 
internationalization within the industry is likely to make the focal firm more aware of the new 
existing internationalization opportunities. This will have a triggering effect on the focal firm 
and will therefore reduce its time to internationalization. Accordingly, we formulate the 
following:  
H2a: In liberalizing institutional environments, firms belonging to highly internationalized 
industries will take less time to internationalize.  
In similar vein, continuing at the industry-level of analysis, reduced time to 
internationalization can also be partly explained by the firm’s belonging to a high-technology 
industry (Preece, Miles and Baetz, 1998). Research investigating “accelerated 
internationalization” has mainly focused often on high-technology firms (Jones, 2001; 
Knight, Madsen and Servais, 2004; Autio, Sapienza and Almeida, 2000), because the types of 
competences they have are more easily leveraged abroad compared to non-high-technology 
firms. These competencies are also often not location-bound and can thus be utilized for 
internationalization purposes (Anand and Delios, 1997). International activity is also 
particularly important for high-technology firms’ growth as it can help them augment their 
technological resources (Jones, 2001), which is particularly important for EM firms. 
Therefore, firms that are highly embedded in the high-technology sector are expected to show 
a reduced time to internationalization than non high-technology firms. Given these reasons, 
we formulate the following hypothesis:  
H2b: In liberalizing institutional environments, firms belonging to technology-intensive 
industries will take less time to internationalize.  
The first set of hypotheses (H1a and H1b) reflects the specific EMs setting, since it focuses 
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on the domestic context embeddedness; on the contrary, the second set of hypotheses (H2a 
and H2b) is not EM-specific, since industry context embeddedness can span across borders.  
3.3 Institutional evolution  
Studying the time to internationalization of domestic firms is a useful way to relate the 
internationalization process to the firm’s external institutional context. The key premise of 
our study is that institutional evolution facilitates internationalization process, including the 
time to internationalization. In other words, we expect time to internationalization to be 
reduced, in general, as domestic institutions keep changing, given the reduced protectionism, 
improved access to capital markets, investment incentives, and the like, associated with this 
change. Liberalization and opening up of the economy will create new opportunities for 
domestic firms, more competition in the local market and also infuse more exposure towards 
international activities. All these effects result in earlier internationalization by domestic 
firms than in a scenario without any institutional change.  
Building on this line of argument further, we also posit that institutional evolution will 
have a (negative) moderating effect on the previous two sets of hypotheses, based on 
domestic and industrial context embeddedness. The direct effects are indeed expected to 
decrease in importance as the context undergoes continual evolution. 
Institutional changes take place in an incremental fashion, rather than as discrete 
events. As such, their effects are not likely to be realized immediately, but after a certain time 
lag. Moreover, the earlier stages of institutional transition often bring increased competition 
along with – still – underdeveloped institutions (Ghemawat and Khanna, 1998). This leads to 
the coexistence of new and old institutional systems, creating difficulties for the local firms 
(Kim, Kim and Hoskisson, 2010). During this early institutional phase it is more difficult for 
firms to tap into international opportunities and undertake FDIs. Therefore, we argue that at 
the beginning of the institutional evolution firms with a low level of domestic context 
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embeddedness (first set of hypotheses) and a high level of industrial context embeddedness 
(second set of hypotheses), are able to more readily tap into internationalization 
opportunities. On the other hand, it is harder for firms that are highly embedded in the 
domestic context but not so in the industrial context, to quickly leverage the new institutional 
environment in order to quickly internationalize  
The above relationship is expected to change as the institutional context continues to 
evolve. In later stages, institutions are far more developed and stable (Ghemawat and 
Khanna, 1998), facilitating domestic firms to internationalize more easily. With institutional 
reforms the “agility” and benefits of being stand alone and young will disappear as a higher 
number of firms starts accessing managerial and financial resources and other relevant 
information (Hoskisson et al., 2004) . While in the initial period of institutional evolution 
firms that were less embedded in the domestic context were typically better at coping with 
the new and changing institutional environment, in the later period they (old and affiliated 
firms) get used to the changed institutional conditions. We propose therefore that the 
difference in the time to internationalize for firms embedded in the domestic context versus 
those that are not is likely to decrease as the institutional changes evolve. This is primarily 
because embedded firms recognize and start to respond to the changed conditions as well. For 
these reasons we formulate the following:  
H3a: In liberalizing institutional environments, the more advanced the institutional evolution, 
the less difference there will be between domestic context embedded firms and non-embedded 
firms. 
A similar situation is expected to emerge for firms with deep industrial context 
embeddedness. As the institutional context evolves, being part of a highly international and 
high-technology industry will not necessarily be an advantage in terms of reduced time to 
internationalization anymore. In other words, the advantages associated with this type of 
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embeddedness will decrease, as local institutions improve with time and are able to give 
requisite support to the international investing firm. It becomes possible for any firm, 
irrespective of their level of industrial embeddedness to get relevant information for 
international investments more easily, reducing the time to undertake FDIs. With institutional 
evolution, the gap between EM and advanced markets institutional contexts reduces, making 
it easier for local firms to perceive and be prepared to tap into internationalization 
opportunities. The tendency of industry imitation is therefore likely to decrease – at least 
from the timing point of view – after the firm finds it more common and easy to 
internationalize. A firm may not need to get information and legitimacy from other firms in 
the same industry, once the uncertainty of the context has substantially reduced. For these 
reasons we formulate the following last hypothesis:  
H3b: In liberalizing institutional environments, the more advanced the institutional context, 
the less difference there will be between industrial context embedded firms and non-
embedded firms. 
The above six hypotheses are presented in our theoretical framework in figure 1. We test 
these hypotheses on a sample of Indian firms observed during the 1997-2010 time period. 
-Insert figure 1 about here- 
 
4. METHODOLOGY 
4.1 Data and sample  
In order to investigate the time to internationalization of domestic firms during a period of 
institutional change, relevant data was collected from the Prowess Database (2011 release) of 
the Centre for Monitoring of the Indian Economy (CMIE), an independent organization 
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headquartered in Mumbai. Prowess includes financial data of private and public Indian firms 
that incorporated companies are required to disclose in their annual reports.  
We have downloaded information on firms listed in Prowess for the period 1997-2010, 
including both firms that have been incorporated before and after 1991 (which is our 
reference year for the start of the major institutional reforms in India). We therefore 
implement a longitudinal study during a “long epoch” characterized by significant changes 
(Melin, 1992). Some observations reported erroneous values – e.g. negative figures – and 
some data cleaning was required, together with the removal of all missing values. 
Government and foreign affiliated firms have been eliminated, in accordance with Fisman 
and Khanna (2004), as they are expected to follow significantly different internationalization 
patterns.  
In order to investigate the time to internationalization of firms undertaking FDIs – in 
the form of mergers, acquisitions and joint ventures – additional data was collected from the 
Zephyr database, maintained by the Bureau van Dijk. We then combined the deal-specific 
data from Zephyr with the firm-specific data from Prowess. This database required some data 
cleaning too, since it included deals completed by individuals, unknown investors or 
organizations whose names could not be found in the Prowess database. Many serial 
acquirers have also been identified; for this reason the number of usable data decreased when 
switching from the deal-specific database to the firm-specific one. We have included all the 
acquisitions, mergers and joint ventures where the investing Indian firm possessed at least 
10% of the company equity after the completion of the deal, in accordance with the OECD 
classification (OECD, 1999). Finally, we also collected data about the institutional evolution 
in India from the World Competitiveness Yearbook, with indicators covering the years from 
1997 to 2010.  
4.2 Measures  
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The dependent variable is represented by the duration in years that an Indian firm waited 
before internationalizing, given that it did not do it before. This duration is calculated as the 
year of first internationalization minus 1991 (the beginning of the major liberalizations in 
India). Time is a relative concept, and in our case it is measured relative to the opening of the 
economy. If the firm was incorporated after 1991, the variable is represented by the age of the 
firm at the time of the first investment (i.e. year of the first FDI minus incorporation year). 
Moreover, we focus on the objective measurement of time (Mosakowski and Earley, 2000) 
and we follow its typical western definition, i.e. of a linear flow from past, to present, to 
future (Sharma and Blomstermo, 2003). Accordingly, we study temporality by focusing on 
the duration of state, which is the distance between stimulus and response, critical when 
studying organizational change (Mosakowski and Earley, 2000).  
The internationalization activity is represented by FDIs such as foreign acquisitions, 
mergers and joint ventures. We do not control for the magnitude of the investment, because 
the existence of some international activity, even if small, indicates the strategic intent to 
internationalize (Filatotchev et al., 2009), which is what we want to capture.  
We include the censored international expansion for firms in the sample that do not 
internationalize, i.e. the number of years from the beginning until the end of our sampling 
period (2010). For example, for a firm born in 1979 that internationalizes in 2005, the 
dependent variable would be 2005-1991= 14. For a firm born in 1993 that internationalizes in 
2005, it would be 2005-1993= 12. For a firm that does not internationalize and that is born 
for example in 1970, it would be a censored dependent variable of 2010-1991=19.  
According to the databases that we relied on for our empirical analysis, from 1997 to 
1999 no firms in our sample undertook FDIs. Despite the fact that our empirical sources 
reported no FDIs before 1997, anecdotal evidence suggests that there have been certainly 
some cases of international investment prior to that date. We however expect them to be very 
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few, especially compared to the ones that we actually have in our sample. In particular, in 
2000, 2001 and 2002 respectively 8, 6 and 11 firms undertook FDIs. From 2003 we register 
an increase in the level of investments, with 17 firms internationalizing. Then 22 and 23 firms 
made investments in 2004 and 2005 respectively. Then 33 firms took this step in 2006, 50 in 
2007, 41 in 2008 and 14 in 2009. Finally, 23 internationalized in 2010 for the first time via 
means of FDI; 7.225 firms in our sample are censored in this last year.  
As independent variables, we explore the major factors that are expected to influence 
the time to internationalization of firms during a period of institutional change. We took a 1-
year lag of the independent time-varying variables4
Second, to evaluate the embeddedness in the industrial context, we take the 
Competitors’ internationalization, calculated as the level of average FDIs for every industry, 
and the High-tech industry dummy that takes the value 1 if the firm belongs to high-
technology industry, 0 otherwise: as Prowess reports industries belonging to the 
manufacturing, services and diversified categories, we have further specified the 
manufacturing industries based on their R&D intensity following the OECD classification in 
Hatzichronoglou (1997). Industries defined as high-technology are: computers and office 
machinery; electronics-communication; pharmaceuticals. Finally, the variable Institutional 
evolution is operationalized as the degree to which “Investment incentives are attractive to 
. Embeddedness is often treated as 
dichotomous, even if use of continuous measures has been encouraged in the past (Dacin, 
Ventresca and Beal, 1999). We present in our study measures of embeddedness that are of 
both, dichotomous and continuous, types. First, to assess the effect of embeddedness in the 
domestic context, we have included a variable called Year of incorporation, represented by 
the year in which the focal firm was incorporated, and the variable Dummy stand-alone, 
which takes the value 1 if the firm is not affiliated to Indian business group, 0 otherwise.  
                                                          
4 The decision to take a one year lag for the independent variables is an assumption about time that we make, 
i.e. we are assuming that it will take on average a year for a domestic firm to plan and then implement an FDI.  
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foreign investors”, which is one of the indicators that represent the level of openness 
according to the 1997-2010 World Competitiveness Yearbooks. This variable is strictly 
speaking more related to opening up for foreign investments in India, however, we use it here 
as a general proxy for the opening up of the Indian economy affecting both inward as well as 
outward investments.  
We add also some control variables. Domestic profit is included to control for domestic 
profit opportunities, as some firms might prefer to exploit domestic opportunities rather than 
internationalize. Domestic profit is measured as the overall net profit before tax and extra 
ordinary income, multiplied by the share of domestic sales over total sales. We then control 
for the firm’s Size, calculated as the natural logarithm of the total assets of the firm, which 
takes into account that big firms might be more likely to internationalize earlier than small 
firms, because they can bear the internationalization risk more easily. We control for the 
firm’s stock exchange listing with the variable Dummy listing that equals 1 if the firm is listed 
at the time of internationalization, 0 otherwise. We control for different firm’s resources, 
since reduced time to internationalization might be associated with higher firms’ resources 
and capabilities compared to a later internationalization (Lieberman and Montgomery, 1998; 
Autio, Sapienza and Almeida, 2000; Liesch and Knight, 1999). We have added the variables 
Licensing intensity, which includes royalty, technical know-how and license fees, divided by 
total sales; R&D intensity as the annual R&D expenses, divided by total sales; the variable 
Advertising intensity as the annual advertising expenses, divided by total sales. These 
variables are included in other studies of Indian firms (e.g. Kumar and Aggarwal, 2005). We 
also control for the firm’s past Export experience, since firms with a higher degree of 
international experience might be more likely to enter a newly opened international market 
earlier (Gaba, Pan and Ungson, 2002). Finally, we control for the firm’ Headquarters 
location, as a dummy variable that takes value 1 if the firm is located in one of the major 
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metropolitan Indian cities (i.e. Mumbai, Delhi, Chennai, Bangalore, Hyderabad, Kolkata and 
Ahmedabad).  
4.3 Results  
We employ an event history method that incorporates time varying explanatory variables and 
provides estimates of entry timing through censoring techniques (Tuma and Hannan, 1979). 
Given that many firms in our sample do not internationalize at all during the period of our 
analysis (cf. previous section), the data in our sample are right censored, i.e. in some cases no 
internationalization event has happened before the last observed year (i.e. 2010). In this case 
using right censored models is the best way to test the hypotheses. In other words, we include 
both internationalizing and non-internationalizing firms and we deal with this censoring issue 
with the appropriate statistical method. Event-history data are almost always right censored. 
In case of censoring problems, the researcher can ignore the censored observations; treat 
censored observations as if the event occurred at the time of the last observation; use an 
estimation method that adjusts for censoring. We chose the latter approach, since the first two 
can lead to biased estimates (Tuma and Hannan, 1979).  
We have chosen to use a duration (i.e. survival) model, which is able to analyze in a 
defined time period the likelihood for every firm to make a transition, represented in this case 
by an FDI. This event history analysis is well suited to handle the right censored cases. Since 
we cannot formulate a priori assumptions about the distribution of the hazard function of the 
observations, we chose to implement a Cox’s partial likelihood model (Cox, 1975), which 
does not require any type of assumption concerning the shape of the baseline hazard. This 
event history technique uses the dependent variable and information on whether it has been 
censored to construct a hazard function, which indicates the probability that an event (in this 
case, internationalization) will occur at a given time, conditioned that the event did not 
happen before. Alternative models would have worked on unconditional probabilities, 
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disregarding whether the firm has internationalized in the past or not, which would have lead 
to biased results.  
In accordance with the Cox’s model characteristics, we test whether our data are in 
accordance with the proportionality assumption. To test for the compliance with this 
assumption we included time-dependent covariates in the model. The test reports that two 
control variables might violate the proportionality assumption, i.e. dummy listed and 
metropolitan area. Our main variables of interest instead do not appear to violate the 
assumption. Removing these two control variables from our regression, we can see that the 
results are largely unaffected; if these variables were truly violating the assumptions, we 
would have expected different results. In addition, we have relied on the scaled Schoenfeld 
test. By looking at the graphs of the residuals we can see that they show basically no time 
trend and their hazard ratios are fairly constant over time. We decided therefore to keep these 
two variables in the main model, since they represent important controls for our model and at 
the same time they do not seem to truly violate the proportionality assumption.  
As already mentioned, 1991 has been considered the “year 0” for Indian firms able to 
internationalize. Few Indian firms were able to internationalize before this date (Khandwalla, 
2002). Moreover, even if the window of analysis for our model ranges from 1997 to 2010, we 
assume to have a limited left censoring problem (i.e. few firms undertaking FDIs before 
1997). Left censoring can be a problem, unless the observations are very few (Tuma and 
Hannan, 1979). In our case this is assumed to be not problematic because very few Indian 
firms relative to our sample had FDIs prior to 1997.  
Our data show cases of left truncation (or “delayed entry”), which, if ignored, can also 
cause problems. The key assumption we make in this case is that those firms who enter the 
study in “year t” are a random sample of those in the population still at risk at “year t”. The 
econometric software we use to implement the event history analysis (i.e. Stata version 12) 
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adjusts for these delayed entries, indicating when the firm comes at risk (for a discussion on 
left truncation, see e.g. Sampford, 1954; Filatotchev et al., 2009; Turnbull, 1976; Klein and 
Moeschberger, 2003).  
Since we include in our study both internationalizing and non-internationalizing firms, 
the chosen econometric model, which is meant to measure just the first internationalization 
step, drops from the sample all the firms’ that have internationalized for the years following 
the internationalization event. For instance, if a firm was incorporated in 1970 and 
internationalizes for the first time in 2001, the model takes into account for that firm all the 
observations between 1997 (the start of our window of analysis) and 2001 (year of 
internationalization), and drops the observations after 2001. Therefore, the number of 
observations varies between the data description reported in Table 1 (which does not consider 
this dropping mechanism) and the description of the results in Table 2. The firms that 
internationalize for the first time every year will indeed be censored from the regression for 
the years following the one of internationalization, because they would not be “at risk” of 
first internationalization anymore.  
Table 1 summarizes the descriptive statistics and correlations for all the variables used 
to test our hypotheses. No variables exhibit distribution or correlation problems, apart from 
the correlation between the High-tech industry dummy and the Competitors 
internationalization, which is slightly above 0.50. This correlation is most likely a result of 
the construction of the Competitors internationalization itself (it is calculated as the average 
level of FDIs per industry). The correlation is not extremely high, but still slightly over limit. 
For this reason, given the lack of a proper econometric tool that evaluates the problem of 
multicollinearity for survival models, we have tried to remove one of the two variables from 
the regressions to see how that influences the results. The results do not change.  
-Insert Table 1 about here- 
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We report in Table 2 the results of our regressions, in terms of hazard ratios. Hazard 
ratios indicate the instantaneous probability of a firm to internationalize in the “year t”, given 
that it has not done so in the past and conditional on the independent and control variables. 
The coefficients test whether the independent variables accelerate or decelerate the baseline 
hazard function. Hazard ratios above 1 indicate a greater hazard of international expansion 
(i.e. earlier internationalization) while ratios below 1 indicate the opposite.  
-Insert Table 2 about here- 
The control variables show in general the expected signs. For instance, the hazard ratio 
of firm’s Size indicates that bigger firms are more likely to have a lesser time to 
internationalization. The same goes for firms located in the major metropolitan cities. 
Turning to the main variables of interest of our study, the findings support almost all of our 
hypotheses. In particular H1a is supported, since the firms incorporated in more recent years 
would wait a shorter period of time to internationalize for the first time, compared to firms 
incorporated during later years (p<0.05). The survival curves reported in Figure 2 give a good 
representation of this result. Survival curves are plotted as staircases, where in this case each 
internationalization event is shown as a drop in survival. The y axis in the graph shows the 
percent survival, which in this case reflects the fact that internationalization via FDIs is not a 
common strategy in the time period that we are considering. It is clear from the graph that 
younger firms (incorporated for instance in 2006) have a steeper survival curve compared to 
older firms (incorporated 60 years earlier), meaning that they approach internationalization 
sooner than the older firms. On the other hand affiliation to local networks (H1b) does not 
show a significant result. Concerning this unexpected result, it might be that despite the 
extensive institutional changes, traditional Indian business groups prosper both domestically 
and in some cases internationally, despite their certainly high domestic context 
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embeddedness. More information would be needed to distinguish between different types of 
business groups and possibly perform an analysis at the business group-level of analysis.  
-Insert figure 2 about here- 
The second set of hypotheses is highly significant and supported: intra-industry 
competitive (H2a) and technological (H2b) pressures have a positive and significant impact 
on the likelihood of decreasing the firm’s time to the first FDI activity (p<0.01). It is 
therefore apparent that the behaviors of firms’ competitors can have an impact on the firms’ 
time to internationalization. Support for H2a and H2b can be found also in Figure 2, where it 
can be seen that those firms belonging to the high-tech industry and to sectors characterized 
by high competitive pressure show steeper survival curves, and therefore approach 
internationalization at an earlier stage.  
H3a is partially supported: institutional evolution has a significant and negative 
moderating effect when interacted with the firm’s Year of incorporation (p<0.05). H3b is 
instead fully supported, since both the interaction of institutional evolution with the 
Competitors’ internationalization (p<0.1) and with the High-tech industry dummy (p<0.01) 
report negative and significant hazard ratios.  
As a robustness check we have run the same regressions operationalizing this time 
Institutional evolution as a dummy variable that takes value 1 if the FDI happens after 2003, 
0 otherwise, which divides the sample in two subgroups. The reason for this choice is that 
according to some past studies (i.e. Nayyar, 2007; Gopinath, 2007) during the period 1991-
2003 India has experienced a “permissive policy” phase that has been mainly export oriented. 
After 2003 instead a “liberal policy” phase started, which was more supportive of FDIs. The 
results are confirmed, except for domestic context embeddedness, which loses significance 
also in the case of the interaction of Institutional phase with Year of incorporation. We prefer 
the original measure (derived from the World Competitiveness Yearbook), because in this 
89 
 
way we do not use time as a proxy for a separate concept. We acknowledge however the 
potential weakness of our first set of hypotheses (i.e. hypotheses H1a and H1b), which might 
reflect that the inertia of old-generation firms might be too strong to be overcome in few 
years and thus reduce the time to internationalization.  
As another robustness check, we have run the same model removing the domestic firms 
that are mainly active in industries controlled by the government. After 1991, industrial 
licensing in India was abolished in many industries so that now, according to the version of 
the Industries (Development and Regulation) Act (1951) revised in 2010, only five industries 
(i.e. distillation and brewing of alcoholic drinks, cigars and cigarettes made from tobacco and 
manufactured tobacco substitutes, electronic aerospace and defense equipments, industrial 
explosives, and hazardous chemicals) remain under compulsory license, because of safety 
and strategic reasons. The peculiar structure of these industries may influence the rationale 
behind firms’ internationalization (Source: dipp.gov.in/English/Archive/statannual/2009-
10/chapter1.2.pdf). Removing these firms the results are largely confirmed.  
Some firms might never internationalize because their small size makes this option 
impossible. For this reason, as another robustness check, we isolated a subsample of firms 
that have a size at least as big as the one of the smallest internationalizing firm. The results 
are confirmed also in this case. Finally, we have added to our sample those firms affiliated to 
government bodies; this does not change our results either. The results of these robustness 
checks are not reported in details due to lack of space, but they are available from the authors 
upon request. 
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5. DISCUSSION AND CONCLUSIONS  
Our primary objective in this paper was to combine the temporal and the institutional 
theoretical lenses to explore the time it takes for domestic firms to internationalize, if they did 
so, during a period of institutional change. We have focused on time as a critical 
internationalization aspect that can relate the firm’s internationalization process to the 
external institutional context.  
Internationalization is often a major and essential strategic choice for a firm’s growth 
(Melin, 1992) and it can provide numerous benefits, such as technology transfer, increased 
efficiencies, training, and the like. Certainly, it is not possible to claim that 
internationalization is always a good choice for every firm, at the same time, in order to make 
a successful strategic move, it is necessary that the firm properly considers and manages, 
among other factors, the time to internationalization. For this reason, we have decided to 
study what explains the early versus late internationalization for certain groups of firms. Even 
if time clearly plays an important role in international business and in many other disciplines, 
the duration issues – such as the firm’s time to internationalization – are still under-studied 
(Ancona et al., 2001). Moreover, time is usually treated as a methodological proxy for other 
phenomena that are functions of time and it is seldom a variable of primary theoretical and 
empirical importance. In the extreme case, it is incorporated in some studies with no explicit 
attention to assumptions about it (Mosakowski and Earley, 2000). Studies need however to be 
theoretically and methodologically more aware of its relevance (Mitchell and James, 2001).  
We decided to focus on India as our study setting as interesting insights can arise from the 
study of time to internationalization from an EM context, and we make some contributions in 
this sense. In particular, we study the cases of earlier versus later firms’ internationalization 
in a context of emerging new internationalization opportunities, which many EMs have 
recently experienced. The case of India is particularly insightful in this sense as it allows us 
91 
 
to study the effects of broad changes of an entire country, which is rare to find in extant 
literature (Khandwalla, 2002). In addition, it improves our understanding of firm behavior in 
an institutionally turbulent environment. Our framework and analysis is not exclusively India 
or EM-specific, but it is definitely inspired by these contexts and it is testable thanks to their 
existence. EMs represent perfect laboratories when it comes to testing time to 
internationalization in institutionally changing contexts. The use of an EM empirical context 
therefore is not only justified simply by the fact that the majority of existing research on this 
topic is focused on the advanced market context, but also because it can bring additional 
value. In our case, by focusing on the Indian context – compared to an advanced market one 
– we benefit for instance from the existence of broad yet incrementally changing institutions, 
the existence of local business groups as proxy of firms’ domestic context embeddedness and 
the preference of Indian firms for brownfield investments such as cross-border acquisitions 
(Athreye and Godley, 2009). In this sense, India might certainly be grouped with other Asian 
EMs. In this way, we contribute to the discussion concerning the role of EM firms in 
developing new theories and explanations. Our perspective lies somewhere between the 
approach of studies arguing that the EM case requires new theories because existing theories 
are based on analysis of advanced market firms (e.g., Luo and Tung, 2007; Mathews, 2006), 
and the approach of studies that argue that EM firm behavior can be easily explained by 
existing explanations (e.g., Dunning, Kim and Park, 2008; Rugman, 2010). We position our 
study between these two extreme approaches by arguing that an EM single country context, 
such as India, can be important to show mechanisms that would not be visible in other 
contexts. Our view is therefore in accordance with Cuervo-Cazurra (2012) and Ramamurti 
(2012).  
Through this paper we provided some theoretically novel results by isolating factors 
that we believe can explain firms’ time to internationalization, considering the domestic and 
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industrial context embeddedness. Our empirical analyses indicate clearly that a firm-level of 
analysis is appropriate because contextual changes – such as the emergence of new 
international opportunities – cannot have the same effect on all firms, even in the same 
country.  
At the same time, given the lack of methodologies to properly measure complex 
temporal phenomena (Lilien and Yoon, 1990; Ancona et al., 2001), we make some 
contributions also in terms of refinement of research methods, by clearly discussing 
assumptions, strengths and weaknesses of our approach. We employ an event history method 
that incorporates time varying explanatory variables and provide estimates of time to 
internationalization, controlling for the censoring of the event. There are firms that have no 
international aspirations and decide not to internationalize at all. It is important to look at 
both these cases to avoid biased results. We also use the actual firms’ time to 
internationalization, which is more precise than arbitrarily defined dummy variables 
indicating early versus late internationalization.  
The current study also provides some managerially relevant implications. We believe 
that studying time to internationalization is particularly important because of the firms’ 
earlier access to the potential benefits of internationalization, in terms of international 
experiential knowledge (Eisenhardt and Brown, 1998), exposure to international 
opportunities (Jones, 2001) and increased market share (Kochhar and Hitt, 1995). However, 
the impressive growth experienced in general by EM firms might lead their managers to 
perform inaccurate strategic analyses. We suggest that a rational approach to choose their 
internationalization strategies would be to understand the specific factors that can support a 
reduced time to internationalization.  
5.1 Limitations and future research  
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Our study has also some limitations that should be addressed by future research. First, 
since we decided to focus on a single country context, systematic comparative analysis in 
another EM empirical context would be an interesting extension. For instance, India and 
China have some important economical similarities. It would be interesting to perform a 
similar study in the Chinese case and analyze whether and how the framework could be 
potentially strengthened. Second, we do not take into account regulations that might be 
implemented for individual industries, which might be interesting to incorporate in the future. 
Third, we do not look at the long term consequences of earlier versus later internationalizing 
firms. As future research, it would be interesting to look into this issue, to study whether 
earlier internationalization can be beneficial for EM firms, and under what conditions 
(despite the controversies associated with using financial performance measures). Here, our 
focus is on time to internationalization, and we do not aim at explaining the motivations of 
internationalizing firms. Finally, since we focus on the first step of internationalization, it 
would be interesting to look at the following ones and how embeddedness factors change 
their influence in subsequent internationalization steps.  
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Abstract 
Overseas nationals are an important subset of investors in their countries of origin. Inspired 
by work on the relationship between ownership structure and internationalization, we identify 
overseas national ownership in homeland firms, as a firm-level mechanism relating to 
homeland firms' outward foreign direct investment (OFDI). We explain this relationship by 
overseas nationals' dual orientation, i.e. their familiarity with both the domestic and the 
international contexts. In particular, drawing on behavioral theory on internationalization, we 
hypothesize and empirically corroborate that overseas national ownership is positively 
correlated with OFDI. Moreover, for reasons related to provision of information-processing 
capacity for internationalization, overseas national ownership can mitigate the risk aversion 
of family ownership to firm internationalization, and is better at doing so than foreign 
corporations’ ownership. This is related to the fact that incentives and the ability to provide 
information-processing capacity differ between overseas nationals and foreign corporations. 
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1. INTRODUCTION 
“The world has some 215m first-generation migrants, […] If migrants were a nation, they 
would be the world’s fifth-largest, a bit more numerous than Brazilians, a little less so than 
Indonesians.” (The Economist, November 19th 2011). Although there have always been 
migrants, the availability of new communication channels provided by newer technologies 
makes it easier to maintain interconnections between the homeland and the new location. 
Accordingly, the involvement in and the contribution to economic growth of overseas 
nationals in both host and home countries is becoming more evident and discernible. In 
particular, “overseas nationals” (Buckley, Clegg, & Wang, 2002; Ramamurti, 2004)—
emigrants of a given ethnic group outside their country of origin, also referred to as 
diaspora—are an important subset of investors in their “homelands” (used here 
interchangeably with the notion of “country of origin”).  
 Although the Jewish diaspora represents an “archetypal” diaspora, different—both 
mature and newer—diasporas originating from central and eastern Europe or countries such 
as South Korea, Taiwan, Mexico, Japan, India, China, and many others, have been and are 
active in contributing to the development of their home countries (Kapur, 2003; Patterson, 
2006; Smith, 1999; White, 2003). Nowadays, the economic growth and the globalization of 
many emerging market countries have put new emphasis on diaspora phenomena. Many 
emerging and less developed countries are seeking policies and marketing programs to 
promote and attract overseas nationals’ investments in their countries of origin (Nielsen & 
Riddle, 2010; Saxenian, 2005; United Nations, 2006). Overseas nationals are becoming 
recognized economic agents who are able to connect the world to their homelands, and vice 
versa. 
 The interest in diasporas in international business (IB) is not new. Research in IB has 
shown that a country's diaspora is more likely than other foreign investors to invest in the 
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homeland (e.g., Buckley, et al., 2002; Gillespie, Riddle, Sayre, & Sturges, 1999; Nielsen & 
Riddle, 2010). Researchers interested in international entrepreneurship have studied both the 
role of overseas nationals in establishing new ventures abroad (e.g., Saxenian, 2005; 
Saxenian, 1994), and the role of scientists and engineers returning to their countries of origin 
(“returnees”) to start up a new venture (Liu, Lu, Filatotchev, Buck, & Wright, 2010). Other 
scholars have focused on ethnic ties as a determinant of the location decisions of foreign and 
domestic entrants (Zaheer, Lamin, & Subramani, 2009). Parallel research regarding the 
economic involvement of overseas nationals in their countries of origin has focused on the 
role of remittance flows—i.e., cash transfers (Vaaler, 2011).  
 However, overseas nationals could play a crucial role also in relation to the 
internationalization of firms located in the country of origin of the diaspora. In particular, 
inspired by work on the relationship between ownership structure and internationalization 
(Bhaumik, Driffield, & Pal, 2010; Fernandez & Nieto, 2006; Lien, Piesse, Strange, & 
Filatotchev, 2005), we identify overseas national ownership as a micro (firm-) level 
mechanism promoting homeland outward foreign direct investment (OFDI). Recent work has 
contributed to our understanding of how family ownership and other block-holdings (e.g., 
domestic and foreign institutional investors) relate to internationalization (Fernandez & 
Nieto, 2006; Filatotchev, Stephan, & Jindra, 2008; Lien, et al., 2005). Yet there has been 
little, if any, research on the specific role of overseas national investors in influencing the 
extent of OFDI of homeland firms. We expect overseas nationals to be important because of 
their dual orientation: they are foreign and local at the same time.  
 Building on behavioral models of internationalization, first we argue for a positive 
relationship between overseas national ownership and OFDI undertaken by the invested firm 
located in the country of origin. Second, the literature on ownership structure and 
internationalization highlights the risk averseness of family owned businesses to firm 
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internationalization (Bhaumik, et al., 2010; Filatotchev, Strange, Lien, & Piesse, 2007). We 
posit that overseas national ownership can mitigate this risk aversion. Specifically, inspired 
by information-processing theory, we suggest that information-processing capacity provided 
by overseas national ownership can positively influence OFDI decisions by family members. 
Thirdly, since valuable information-processing capacity for internationalization can be 
provided also by other foreign investors (Bhaumik, et al., 2010), we disentangle foreign 
investors into foreign corporations and overseas nationals and examine how these two 
ownership categories differ in moderating the OFDI decisions of family members. In 
particular, from a FDI motivation perspective we posit that overseas nationals will be more 
successful at lowering family members’ risk perception toward OFDI, than will foreign 
corporations.   
 Indian firms represent the empirical context for our study. This is an ideal context 
since, starting from the early 1990s, India has experienced important economic reforms, 
which have influenced the characteristics and internationalization behavior of its firms. India 
has faced significant growth in FDI. Starting from USD237 million in 1990, in 2010 
USD24,640 million of inward FDI was registered. There has been a similar dramatic increase 
in OFDI from USD6 million in 1990 to USD14,626 million in 2010 (UNCTAD, 2011). India 
is characterized by a variety of types of firm ownership. Although family ownership is 
probably the dominant ownership category, finance institutions (e.g., mutual fund Unit Trust 
of India) and foreign corporations also hold important shares in Indian companies (Bhaumik, 
et al., 2010; Chakrabarti, Megginson, & Yadav, 2008). Overseas nationals are certainly a 
particularly important phenomenon in India. The Indian government has been active in 
sending strong “welcome signals” to the Indian diaspora. In the 1970s, it created the formal 
category of “Non Resident Indians” (NRI), which represents Indian migrants living outside 
their country of origin. This legal and social category has strategic relevance for the 
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government and is targeted by many services such as the Ministry for Overseas Indians 
(Saxenian, 2005). A dual citizenship law, passed in 2003, provides NRI with most of the 
same benefits as received by domestic citizens of India.  
 Our work contributes to the diaspora literature by pointing to the importance of 
overseas national ownership as a firm-level mechanism related to homeland firms’ OFDI. It 
adds also to the literature on family ownership and OFDI by proposing a lower detrimental 
impact of family ownership on outward expansion when there are overseas national investors 
present in the ownership structure of the firm. Moreover, testing a hypothesis about the 
different influence of overseas nationals and foreign corporations on family members’ risk 
perception of OFDI, we address the question of how the FDI motivation and, therefore, the 
ability and incentives to provide information-processing capacity for internationalization, 
differs between these two types of owners. We provide insights for government about the 
potential benefits that overseas nationals offer and, therefore, which government tools might 
be more effective in their immigration regimes.   
 The rest of the paper is structured as follows. In the succeeding sections, we describe 
the economic relevance of overseas nationals and the concept of dual orientation. Next we 
develop our hypotheses, and then describe our research method and present the results of the 
hypotheses testing, based on a sample of 2,453 Indian firms. The paper concludes with a 
discussion and some remarks related to future research.  
2. RESEARCH BACKGROUND  
2.1 Overseas nationals  
“Overseas nationals” are emigrants of a given ethnic group, living outside their country of 
origin, also referred to as diaspora (Buckley, et al., 2002; Ramamurti, 2004). The term 
“diaspora” originally referred to the dispersion of Jewish populations, which represents the 
“archetypal” diaspora. Other archetypal and mature diasporas include those involving 
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Armenians and Palestinians (Kapur, 2003; Smith, 1999); newer diasporas originate from 
Argentina, South Africa and Colombia (Kuznetsov, 2006). Emigration flows (forced and 
voluntary) and associated diasporas from Mexico, Philippines, South Korea, Taiwan or 
Afghanistan, are other examples (Kuznetsov, 2006; Patterson, 2006; United Nations, 2011). 
 Overseas nationals are not a new phenomenon, nor are they specific to a single 
country. However, the recent and growing economic importance of African, Latin American 
and Asian countries has shown new light on diasporas and the role they can play in economic 
development. For instance, the Chinese diaspora is estimated at around 60 million, and about 
20 million Indians live outside of India. More and more often in emerging and less developed 
countries we are witnessing national governments and multilateral organizations enacting 
policies and reforming their constitutions—special ministers, investment opportunities, 
voting rights—to officially recognize their diaspora communities and encourage a sense of 
membership (United Nations, 2006). This is because of the important role of overseas 
nationals in contributing to the economic development of their home countries (Gillespie, et 
al., 1999; Liu, et al., 2010; Vaaler, 2011).  
 Research in IB has shown that a diaspora is more likely than some other foreign 
investor to invest in its country of origin (e.g., Buckley, et al., 2002; Gillespie, et al., 1999). 
Historically, a perceived unattractive environment was the reason why foreign investors were 
reluctant to invest in certain economies, and local governments solicited inward FDI from 
their diasporas, making overseas nationals significant investors in their homelands (Gillespie, 
et al., 1999). More recently, academic research has suggested that not only financial but also 
emotional motivations and those related to social status—non-pecuniary motivations—are 
driving the investments decisions of overseas nationals in their country of origin (Nielsen & 
Riddle, 2010). International entrepreneurship, meanwhile, has highlighted the existence of 
and role played by diasporas in finding connections to start business abroad (e.g., Kalnins & 
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Chung, 2006; Siqueira, 2007). A typical example is the case of Chinese and Indian 
entrepreneurs who contributed to the development of Silicon Valley in California (Saxenian, 
1994). Ethnic ties provide access to market information, supply matching, and referral 
services and distributors, and can represent critical reputational intermediaries (Giarratana & 
Torrisi, 2010; Kapur & McHale, 2005). These network-based benefits have been found also 
to be crucial for returnees establishing new ventures in their home countries (Liu, et al., 2010; 
Zaheer, et al., 2009).  
 At the macro level, Vaaler (2011) shows that diasporas’ remittance flows—i.e., cash 
transfers—explain the level of economic internationalization of the country of origin. This 
result provides crucial preliminary evidence of the ability of overseas nationals to positively 
alter home-country internationalization. At the more micro level, Filatotchev et al. (2009) 
argue theoretically and provide empirical support for a positive association between the 
presence of a returnee entrepreneur and the export orientation of small and medium 
enterprises. Inspired by these important findings and recent developments in IB on whether 
different governance characteristics are more or less related to the decision to undertake FDI 
(Bhaumik, et al., 2010; Fernandez & Nieto, 2006; Lien, et al., 2005), we expect overseas 
national ownership in a homeland firm to constitute a firm-level mechanism that is positively 
related to that firm’s OFDI decision. Specifically, we suggest that overseas national owners 
relate to firms’ OFDI because of their dual orientation: an international and local space of 
experience and knowledge—an ongoing sense of double belonging.  
Overseas nationals’ dual orientation 
We follow Saxenian’s (2005) portrayal of how diaspora members benefit from a unique 
opportunity to learn from their host environment while maintaining access to network, 
resources, and knowledge in the country of origin. 
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 Overseas nationals can develop a “transnational habitus” (Guarnizo, 1997: 311): a set 
of analytic, emotional, creative and communication competencies characteristic of 
individuals who are able to familiarize themselves with a range of other values, practices and 
cultures (Koehn & Rosenau, 2002; Vertovec, 2004). Overseas nationals live abroad, and are 
exposed to education, training, work experience and work practices that differ from those in 
their countries of origin. Accordingly, we assume this type of investor will have experiential 
knowledge stemming from the ability to manage multiple identities and grasp unfamiliar 
settings, and a sense of transnational efficacy and openness toward difference. Such 
international knowledge creates an information advantage relevant to internationalization 
(Eriksson, Johanson, Majkgard , & Sharma, 1997; Johanson & Vahlne, 1977). 
 Transnational habitus is a significant characteristic of overseas nationals’ dual 
orientation, but not the only one. Overseas nationals also experience a need to belong to their 
country of origin, a need that favors the formation and maintenance of social bonds and 
interpersonal relationships with locals (Baumeister & Leary, 1995). Not surprisingly, 
overseas nationals also preserve their relationship with their home country in terms of capital 
flows, political interests and social relations (Nielsen & Riddle, 2010; Vaaler, 2011). 
However, it is a form of double belonging. By investing in the homeland, overseas nationals 
gain local recognition and legitimacy: in fulfilling their origin-country-duty they become a 
legitimate part of their country of origin (Nielsen & Riddle, 2010; Vaaler, 2011). We expect 
this characteristic to affect the ability and motivation of overseas nationals to provide 
additional information-processing capacity in the invested firm in the country of origin. This 
information-processing capacity is relevant to internationalization (Hoskisson, Eden, Lau, & 
Wright, 2000; Sanders & Carpenter, 1998). 
 In the next section, we use the concept of dual orientation—a characteristic specific to 
the overseas nationals’ ownership group—to identify and develop theoretical mechanisms 
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that explain why overseas national ownership in homeland firms is positively related to 
homeland firms' OFDI. In particular, we suggest overseas nationals’ dual orientation is 
related to overseas nationals’ risk-taking behavior in OFDI and to the information-processing 
capacity available in the homeland firm.  
3. HYPOTHESES DEVELOPMENT 
3.1 Overseas national ownership and OFDI 
The decision to engage in OFDI is a complex and risky one. FDI requires the ability to 
control activities linked to a different cultural, linguistic, political, economic environment; to 
evaluate when, where and how to enter a foreign market; and to coordinate different people, 
units and processes across countries (Dunning & Lundan, 2007). In the early 1970s, Penrose 
(1972) referred to the risk in decisions as to their potential associated losses (gains). This 
focus on risk of loss is particularly prominent in the internationalization literature and often is 
assessed in terms of the costs of the international venture (for a review, see Liesch, Welch, & 
Buckley, 2011).  
 Behavioral models of internationalization indicate that the decision to internationalize 
is based on the basis of its perceived cost, and that this perception is based on past experience 
(Johanson & Vahlne, 1977). The development of and access to institutional market 
knowledge, business knowledge and internationalization knowledge reduces the perceived 
risks associated with foreign investments and are fundamental to the firm’s 
internationalization decisions (Eriksson, et al., 1997; Johanson & Vahlne, 2009). While 
market-specific business knowledge tends to be country-specific, more general 
internationalization knowledge tends to be firm-specific rather than specific to a country 
(Eriksson, et al., 1997). For instance, internationalization knowledge can be seen as 
knowledge reflecting the firm’s understanding of the situations and problems arising from 
international ventures (e.g., Madhok, 1997), experience and capabilities developed in 
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connection with investments in different markets (e.g., Barkema & Vermeulen, 1998), or 
different modes of entry (e.g., Padmanabhan & Cho, 1999). 
 We posit that overseas nationals’ international orientation represents a source of 
internationalization knowledge that can lower perceptions of the costs associated with OFDI. 
Consequently, overseas nationals are likely to display more risk-taking behavior towards 
OFDI. Diaspora members have international experience such as travel stays abroad and 
foreign language proficiency (Dichtl, Koeglmayr, & Mueller, 1990), they share an “openness 
to experience”, seen as a willingness to be adventurous and to experiment (Costa & McCrae, 
1992). Gupta and Govindarajan (2002), suggest that experience in foreign cultures and the 
ability to integrate diverse perspectives—which are at the basis of overseas nationals’ 
transnational habitus—contribute to the development of a “global mindset”.  
 Also, overseas national investors have already exhibited superior means to discover 
and exploit new business opportunities back home (Vaaler, 2011). In particular, by investing 
in homeland firms, overseas national owners have had opportunities to develop the ability to 
evaluate international initiatives, and to learn what information is required to evaluate a 
foreign venture and where it can be found. This international knowledge should result in 
overseas national owners being more confident of their ability to accurately estimate the risks 
and returns associated with foreign investments.  
 Based on these arguments, we hypothesize that: 
Hypothesis 1: Overseas national ownership is positively associated with the extent of OFDI. 
Overseas Nationals and Information Benefits: A Moderating Effect 
Research on ownership structure and FDI suggests that family shareholders’ attitudes to 
protecting personal wealth (Anderson, Mansi, & Reeb, 2003) and their limited financial 
portfolio diversification, lead to a rigid localization of resources that hinders 
internationalization (Filatotchev, et al., 2007; Gallo & Garcıa Pont, 1996). Moreover, family 
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ownership typically is associated with lack of international attitude and information needed to 
support the internationalization of business (Fernandez & Nieto, 2006; Gallo & Garcıa Pont, 
1996). However, the exposure, for instance, of family members to an international context 
(e.g., leisure or work travel abroad; speaking other languages; belonging to an international 
business association) can favor the acquisition of international knowledge (Gallo & Sveen, 
1991). We suggest that international knowledge and attitudes can be promoted within the 
firm. Specifically, family members’ access to the information-processing capacity provided 
by overseas national owners can broaden their orientation and attitudes. 
 Research on the firm stock price formation process shows that different types of 
investors also likely influence the firm’s information environment (e.g., El-Gazzar, 1998; 
Piotroski & Roulstone, 2004). Decision makers often rely on the information they can gather 
from others to support their decision-making process. Galbraith (1977) suggests that there is a 
relationship between the amount of uncertainty faced by a decision maker, and the 
information available to the decision maker. How decision makers perform their decision 
making tasks, therefore, is related to their information-processing capacity. So, from an 
information-processing perspective, we would argue that the provision of additional 
information by an owner will have important effects on the risk-taking behavior of other 
types of owner. Specifically, we expect that assessment of the risk inherent in OFDI decisions 
by an ownership group can be modified by the information-processing capacity of other 
ownership categories within the firm. 
 Overseas nationals who invest in their home country can be a crucial source of 
international information due to their experience and professional networks abroad 
(Saxenian, 2005). They may be the source of ideas that have been internationally tested, and 
of relationships for investment advice (Vaaler, 2011). The transnational habitus of overseas 
nationals (Guarnizo, 1997; Vertovec, 2004) can fill the gap in international knowledge faced 
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by domestic firms (Khanna & Palepu, 2000). Moreover, family members benefit from greater 
information-processing capacity, because diaspora members typically understand domestic 
business practices and have a similar cultural background (Nielsen & Riddle, 2010). Based 
on their knowledge of their home countries, overseas nationals are able to “translate” their 
overseas experience to be accessible to family members.  
 Accordingly, the exposure of family members to overseas national owners can 
enhance the stock of international knowledge and attitudes within the family. If this stock is 
sufficient to reduce perception of the costs of OFDI to an acceptable level, family members 
will be less resistant to OFDI. Based on these arguments, we hypothesize that: 
Hypothesis 2: Overseas national ownership will decrease the negative effect of family 
ownership on the extent of OFDI.  
However, it could be argued also that overseas nationals are no different from other foreign 
investors able to provide access to information related to understanding and evaluation of 
international opportunities. Potential access to the knowledge and linkages of other foreign 
shareholders could reduce the uncertainty associated with OFDI, thereby facilitating the 
decision to take on the risk of such investment by family members. In this context, Bhaumik 
et al. (2010) suggest and corroborate empirically that foreign owners in a family-owned firm 
can facilitate access to investment opportunities abroad. We build on and extend this 
important contribution; specifically, we differentiate between foreign corporations and 
overseas nationals. This allows us to investigate how these two distinct categories of foreign 
investors differ in their information-processing capacity and, therefore, in how they can 
influence the relationship between family ownership and OFDI. In particular, we posit that 
overseas nationals differ from foreign corporations in their motivation and ability potentially 
to provide additional information-processing capacity to family members.  
 Not wholly-owned investment are often used by foreign corporations to enter a new 
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market and access local knowledge (Dunning & Lundan, 2007; Johanson & Vahlne, 1977). It 
has been suggested that this way of gaining key information on local tastes, customers and 
distribution channels, the local culture, and local governmental policies and norms 
predominates in the case of entry to less developed countries which may require an 
unfamiliar set of knowledge and resource endowments (Beamish, 1994; Hitt, Dacin, Levitas, 
Arregle, & Borza, 2000; Meyer, 2001; Meyer, Estrin, Bhaumik, & Peng, 2009). Accordingly, 
for a foreign corporation, having an equity stake in a host country firm represents an efficient 
first way to search for information about the new local foreign context. On the other hand, 
research shows that overseas nationals’ decisions to buy and sell shares in firms located in the 
country of origin are predicated not just on expectation of financial returns; overseas 
nationals’ local orientation increases the importance of non-pecuniary investment 
motivations, such as the desire to engage in investment decisions deemed socially desirable 
(Gillespie, et al., 1999; Nielsen & Riddle, 2010). In other words, investing in domestic firms 
at home can be perceived as a way to contribute to the future economic development of the 
country of origin. In this context, an equity stake in a domestic firm constitutes an 
opportunity for overseas nationals potentially to provide access for other shareholders, to 
their particular international information and experience. Therefore, the motivations of and 
incentives for foreign corporations and overseas nationals differ in relation to the provision of 
additional information-processing capacity to the participating firm. Due to the different 
motivations for foreign investment, we expect the incentive to share information-processing 
capacity with family members to be higher in the case of overseas nationals than in the case 
of foreign corporations.  
 Also, in addition to the different investment motivations of overseas nationals and 
foreign corporations, they will likely differ also in their ability to make the information they 
possess, intelligible to family members. Since overseas nationals are both local and 
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international, we have argued that they can play a translator role.   
 Based on these arguments, we posit that overseas nationals are likely to have a greater 
positive effect on the risk perception of family members toward OFDI, than the influence 
exercised by foreign corporations. Accordingly, we hypothesize that: 
Hypothesis 3: Minority overseas national ownership will decrease the negative effect of 
family ownership on the extent of OFDI, more than minority foreign corporations’ 
ownership.  
Note that we consider minority foreign ownership in order to exclude homeland firms 
that are controlled by foreign corporations or are part of an international business group, 
investments that can be deemed to be inward FDI (OECD, 1996). In such cases, the 
homeland invested firm will derive some partial benefit, directly from the multinational 
network and market access of the foreign owner. This multinationality can reduce the barriers 
to internationalization and facilitate OFDI (Dunning, 1988). 
4. METHOD 
4.1 Data and Sample  
The Prowess database (2011 release) from the Centre for Monitoring of the Indian Economy 
(CMIE), an independent organization headquartered in Mumbai, provides annual financial 
data for over 7,000 Indian firms. This database has been used to investigate strategy and 
international management issues (e.g., Chittoor, Sarkar, Ray, & Aulakh, 2009; Elango & 
Pattnaik, 2007; Gubbi, Aulakh, Ray, Sarkar, & Chittoor, 2010). To identify OFDI by Indian 
firms, we rely on the Zephyr database, maintained by Bureau van Dijk.  
We analyze firms where ownership by foreign corporations or foreign institutions is 
lower than 10%, which excludes domestic firms that are under direct control of foreign 
corporate bodies. The threshold of 10% is in line with the OECD definition of a direct 
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investment relationship as determined by ownership of at least 10% of ordinary shares or 
voting stock (OECD, 1996). In other words, we exclude Indian firms based on investment by 
a foreign MNE which therefore benefit from the multinationality of the foreign owner. Note 
that the 10% limit does not apply to overseas national ownership; given that this type of 
ownership consists of individual investors, the benefits deriving from the multinationality of 
the foreign owner would be unlikely to apply in this case.   
Our final sample consists of a cross-section of 2,453 Indian firms observed in 2010. We 
excluded firms with missing financial and ownership structure data, and those firms with 
seemingly erroneous reported values—e.g., negative values for export intensity. For these 
2,453 firms we count the number of majority-owned cross-border acquisitions undertaken 
during the period 2000-2010 (extremes included). From the Zephyr database, we identified 
619 majority-owned (i.e. acquired stake over 50%) acquisitions abroad, by Indian firms, in 
the period 2000-2010. Removing deals completed by individuals, unknown acquirers, and 
organizations not included in the Prowess database, we are left with a total of 449 
acquisitions undertaken by 380 firms. Some two thirds of this total was lost due to missing 
values in the Prowess data, leaving a final number of acquisitions in our sample of 136 
undertaken by 90 firms.  
 According to Gubbi and colleagues (2010), the value of cross-border acquisitions by 
Indian firms in 2007 was over USD11 billion, with the number of deals going from 7 in 1992 
to 197 in 2007. In the case of India, a focus on cross-border acquisitions compared to other 
forms of investment is particularly useful because they represent the largely preferred 
internationalization mode (Athreye & Godley, 2009).  
4.2 Measures  
The dependent variable, cumulative OFDIs, captures the cumulative number of majority-
owned cross-border acquisitions undertaken by each Indian firm during the period 2000-
121 
 
2010. Our dependent variable assumes values from 0 to 10. In 2010 (our reference year) 90 
firms had undertaken at least 1 majority cross-border acquisition in the previous 11 years 
(2000-2010). The average number of cumulative cross-border acquisitions in 2010 per Indian 
firm is 1.5. In more detail, in 2010, 68 firms had undertaken 1 cross-border acquisition in the 
previous 11 years; 13 firms had undertaken 2 acquisitions; 3 firms had invested 3 times; 3 
firms had achieved 4 acquisitions; 3 firms had undertaken respectively 5, 6 and 10 cross-
border acquisitions.  
For each Indian firm, we define the following independent variables capturing the 
firm’s ownership structure. The variable family ownership captures the percentage of shares 
owned by local individuals belonging to Hindu Undivided Families, which is a legal entity 
defined by Indian law. The percentage of shares owned by Indian individuals not resident in 
India but living abroad, is captured by the variable overseas national ownership. It is 
important to note that we do not know the percentage of ownership of individual owners; 
however, we know the total number of shares owned by each ownership category. For 
instance, the overseas national owners’ group could include more than one overseas national 
investor, but we do not have access to details of the specific ownership of each of these 
investors. We know how many shares the overseas nationals’ category owns and we assume 
similar behavior among these owners in terms of risk taking and information-processing 
capacity, compared to other ownership groups (Pedersen & Thomsen, 1997). In order to test 
hypothesis 3, we define the following variables. Minority foreign corporate is a dummy that 
equals 1 for presence of portfolio investments (under 10%) by foreign corporations, and 0 
otherwise. The dummy variable minority overseas national equals 1 if overseas national 
ownership is of the minority type (under 10%), and 0 otherwise. 
 We control for a number of factors that could impact Indian firms’ OFDI behavior. 
We control for two further ownership categories: domestic institutions and Indian 
122 
 
government. Domestic institutional ownership measures the percentage of shares of the 
companies in our sample owned by Indian financial institutions, Indian mutual funds, Indian 
banks and insurance companies, and other Indian institutions; state ownership is the 
percentage of shares owned by the Indian government. We control also for firm performance: 
profitability measures the return on capital employed (ROCE), and add to the model the 
dummy variable group affiliation, which takes the value 1 if the firm is affiliated to a 
business group, and 0 otherwise. The variable technological intensity is the annual R&D 
expenses divided by total sales, normalized by the average technological intensity of the 
industry. This normalization is useful to capture each firm’s R&D spending compared to the 
industry average, which might be relatively low in an emerging market such as India 
(Hennart & Park, 1994). The variable advertising intensity is the firm’s annual expenditure 
on advertising, sales and distribution divided by total sales, normalized by the average 
advertising intensity of the industry. We account for the firm’s internationalization 
experience by adding the variable exporting experience, measured as the value of the natural 
logarithm of export activities as a fraction of total sales. The variable borrowing intensity is 
the value of the total financing received by the focal firm from the group, from associated 
business enterprises, or from a government agency, divided by the total liabilities. Following 
Chittor et al. (2009), we define the variable international technological resources as the sum 
of royalty, technical know-how and license fees, and imports of raw materials and capital 
goods. We control for firm age, measured as number of years from the date of its 
establishment, and firm size measured as the natural logarithm of the firm’s total assets. 
Finally, we control for the industry to which the Indian firm belongs. Since the firms in the 
sample span several industries, we group them into industry classes captured by the dummy 
variables: high-tech, medium-high tech, medium-low tech, low-tech, services and diversified 
industries. Prowess reports industries belonging to the manufacturing, services and 
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diversified categories; we differentiate manufacturing industries further based on their R&D 
intensity, following the OECD classification5
4.3 Results  
 (Hatzichronoglou, 1997). All independent and 
control variables are lagged one year with respect to the dependent variable and, therefore, 
are measured at 2009. 
The dependent variable in this study is a count measure, proxying the cumulative number of 
OFDIs undertaken by Indian firms between 2000 and 2010. Since our data have a 
predominance of zeros in the actual OFDI count, our dependent variable includes several 
zeros. Indian firms investing abroad represent some 4% of total firms in our sample (2,363 
out of 2,453 firms in 2010 had never invested in the previous 11 years). We handle this so-
called “zero inflation” condition by estimating a zero inflated negative binomial model 
(Greene, 2000). In particular, we explain the probability of the count dependent variable 
being equal to zero by focal firm’s previous export experience. The reason why we expect 
that there will be firms in our sample that will always be zeros (thereby generating the 
phenomenon of zero inflation) is that there are likely to be domestic firms that have never 
developed the competencies required to internationalize; we capture these with the variable 
exporting experience. They are likely to fall into the “always zero” group.  
 Table 1 summarizes the descriptive statistics and correlations for all the variables used 
to test our hypotheses. No variables exhibit distribution or correlation problems. The reason 
for the low average (i.e. 0.6%) of the variable overseas national ownership is that it includes 
several zeros, i.e. overseas nationals are a comparatively less frequent ownership category. 
                                                          
5 Industries defined as high-technology are: computers and office machinery; electronics-communication; 
pharmaceuticals. Industries defined as medium-high-technology are: industrial machinery; electrical machinery; 
transport equipment. Industries falling under the category of medium-low-technology are: plastic; cement and 
glass; metal; manufacturing articles; construction; minerals. Finally, industries defined as low-technology are: 
agricultural products; irrigation; vegetable oils and products; food products; textiles; leather products; wood; 
paper products. 
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When we consider firms invested by overseas nationals, the average for this variable rises to 
around 9%.  
Insert Table 1 about here 
 Table 2 reports the results of the zero inflated negative binomial model. The “inflate” 
section specifies the equation that determines whether the observed count is likely to be 
always zero. Export experience, which is the independent variable in this case, is negative 
and significant in all the models specified, suggesting that the lower the export intensity the 
more likely the homeland domestic firm will never engage in OFDI. We performed a Vuong 
(1989) test to check for the existence of “zero inflation”. In other words, we test whether the 
zero inflated negative binomial model would be preferable to a regular negative binomial 
model. This test statistic shows a standard normal distribution and significant positive values 
for Models 1, 2, 3 and 4 (respectively 2.45 (p<0.01), 2.44 (p<0.01), 2.50 (p<0.01), and 2.48 
(p<0.01)) indicating that the zero inflated negative binomial model is preferable. Since we are 
estimating a non-linear model, in order to provide a more meaningful interpretation of the 
estimated coefficients, in the Appendix we show the marginal effects and incidence rate 
ratios (IRR) calculated for Model 1 (Table 2), which reports all the main effects of the 
independent and control variables on the dependent variable.   
 The results of the zero inflated negative binomial model support all the hypothesized 
relationships. In Model 1, we find support for hypothesis 1: the coefficient of the variable 
overseas national ownership is positive and statistically significant across the different 
estimations. Based on the IRR from Model 1, a standard deviation increase in the level of 
overseas nationals’ ownership (equal to 4%) corresponds to around an 11.4% increase in the 
level of cumulative OFDI. Also, the variable family ownership has a negative and significant 
coefficient (p<0.05), indicating that the higher the number of firm shares owned by family 
members, the lower is the firm’s involvement in OFDI. This result is consistent across 
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Models 2, 3 and 4 and confirms previous findings on the relationship between family 
ownership and internationalization. More precisely, based on IRR, the expected decrease in 
the level of the dependent variable given a 1 standard deviation increase in the family 
ownership (i.e. 23%) would be around 26.3%.  
 In Model 2, the interaction term between family ownership and overseas national 
ownership is positive and significant (p<0.10). This is in line with hypothesis 2. 
 The interaction term between minority overseas national and family ownership, as 
expected, is significant and positive (p<0.01) in Model 3. This result is confirmed if we add 
the interaction between minority foreign corporate and family ownership to the model (Model 
4). However, the coefficient of this latter interaction is not significant. Testing whether the 
coefficients of the two interaction variables are statistically different confirms a difference at 
a significant level of p<0.01 (chi2(1) = 17.39). This finding in combination with the 
estimated coefficients of the interaction terms in Model 4, supports hypothesis 3.  
Insert Table 2 about here 
 In order to reduce the number of unobserved effects in our empirical analysis, we 
include the control variables highlighted as important in the literature on FDI. The resulting 
relationships are in line with the findings in other empirical work on firms’ 
internationalization. For instance, firms with past export experience are more likely to 
undertake OFDIs (e.g., Johanson & Vahlne, 1977). Given the potentially larger availability of 
financial and managerial resources, we find confirmation that bigger firms are also more 
likely to engage in international investments (Chen & Hambrick, 1995). The industry 
dummies suggest higher OFDI involvement in high tech industries. Higher levels of state 
ownership result in lower levels of firm involvement in OFDIs, confirming the findings in the 
literature that most FDI in India is linked to private firms (Athreye & Kapur, 2009; Sun, 
Peng, Ren, & Yan, 2012).  
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Robustness Checks 
The dependent variable in this study is the cumulative count of the OFDIs undertaken by 
Indian firms from 2000 to 2010. The ownership structure variables are observed at 2009. 
Accordingly, we assume that the ownership structure of the investing Indian firm is stable 
over the period 2000-2010. Unfortunately, we do not have access to data on the ownership 
structure of the Indian firms during these 11 years. However, we have information on the 
ownership structure of the firms in our sample in 2006 to 2010. As a robustness check, we 
analyze the changes in ownership structure over these five years. We observe that the shares 
of family members, and overseas national and foreign corporations remained stable over this 
five year period. The majority of firms experienced no changes to their ownership structure. 
Where changes occurred, shares increased or decreased on average by less than 1%, year to 
year. These results indicate stability over the five observable years.  
 Given the cumulative nature of our dependent variable and the sampled firms studied 
in 2010, there might be concern that overseas nationals might have invested in the homeland 
firm after its engagement in OFDI. We check this condition relying on the information on the 
ownership structure of firms between the years 2006 and 2010. Our data show that overseas 
nationals’ ownership does not move from zero to a positive value after the year (or years) in 
which OFDI is undertaken. In other words, for the observable time period, we have 
observations where the presence of overseas national owners always precedes an acquisition. 
 Since our dependent variable is the cumulative number of majority-owned cross-
border acquisitions undertaken by each Indian firm during the period 2000-2010, it is 
interesting to see whether the results hold if a broader definition of OFDI is used. OFDI can 
be pursued via other entry modes (e.g., greenfield investment, joint venture), and control can 
be achieved with ownership stakes of less than 50%. Unfortunately, we do not have access to 
data regarding greenfield investments by Indian firms in the period 2000-2010. However, in 
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addition to the 136 majority acquisitions described above, in the period 2000-2010, and for a 
total of 155 OFDIs, we can observe also the cumulative number of minority acquisitions and 
the cumulative number of mergers and joint ventures with a final stake in the Indian firm of 
at least 10%. Using this new definition of the dependent variable, the results of Models 1-4 
reported in Table 2 remain largely unchanged.   
 Due to the non-linearity of the inflated negative binomial model applied in our 
empirical exercise, the estimated probabilities of the interaction terms depend on the values 
of the other covariates, making their interpretation difficult (Norton, Wang, & Ai, 2004). A 
graphical representation does not help to identify the interaction effect because of the 
preponderance of zeros in our dependent variable (i.e. zero inflation). However, applying 
Hilbe’s (2011) methodology allows us to evaluate the robustness of the interaction between 
family ownership and minority overseas national using the IRR. We calculated the 
significance of the interaction using the following values for family ownership: mean (i.e. 
26%), one standard deviation above the mean, and one standard deviation below the mean 
(i.e. 49% and 3%, respectively). For all three values, the coefficient of the interaction term is 
confirmed as positive and significant. Specifically, we obtain that the IRR = 2.022 (95% 
confidence interval: [1.100, 3.710]) for one standard deviation below the mean value of 
family ownership, IRR = 2.046 (95% confidence interval: [1.100, 3.704]) at the mean value, 
and IRR = 2.071 (95% confidence interval: [1.128, 3.805]) for one standard deviation above 
the mean value for family ownership. These results confirm the findings from the regression 
output, i.e. that the variable minority overseas national has a positive moderating effect on 
the relationship between family ownership and OFDI, and provide evidence of the robustness 
of our result concerning the estimation of the interaction effects. Conversely, the interaction 
effect between family ownership and minority foreign corporations continues to be non-
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significant at any conventional level, when calculated for the mean, one standard deviation 
above the mean, and one standard deviation below the mean of family ownership. 
 A small group of the firms in our sample is operating in a regulated industry. After 
1991, industry licensing in India began incrementally to be abolished in many industries, 
including the infrastructure sectors, financial services, retail banking and insurance (Athreye 
& Kapur, 2001). After more than 20 years, according to the 2010 version of the Industries 
(Development and Regulation) Act (1951), five industries remain under compulsory license, 
which is for safety and strategic reasons.6
 It might be important to verify whether the moderating role of overseas national 
ownership, on the relationship between family ownership and OFDI, still holds if we consider 
firms with majority family holdings. To check for this effect, we replace the continuous 
variable capturing the share of equity owned by the family (family ownership) with a dummy 
variable that takes the value of 1 if the largest shareholder category is the family. Using this 
new variable, the results of Models 1-4, reported in Table 2, remain largely unchanged.  
  Finally, the zero inflated negative binomial model assumes that the dependent 
variable for a set of observations will always be equal to zero. In order to check that our 
results are not model-dependent, we ran a valid alternative to the zero inflated negative 
binomial model, which involves running an ordered probit model that fits the ordinal 
 These five industries are: distilling and brewing of 
alcoholic drinks; cigars and cigarettes made from tobacco and manufactured tobacco 
substitutes; electronic aerospace and defense equipment; industrial explosives; and hazardous 
chemicals. The reasons for and dynamics underlying acquisitions (and strategic decisions in 
general) undertaken by the firms in these industries may be biased and reflect the peculiar 
industry structure. We excluded the firms belonging to these industries and re-ran the 
analyses on the reduced sample; the results did not change. 
                                                          
6 Source: http://dipp.gov.in/English/Archive/statannual/2009-10/chapter1.2.pdf.    
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dependent variables models. The actual values taken by the dependent variable are irrelevant, 
although higher values are assumed to correspond to “better” outcomes. Ordered probit 
estimation by of our models does not affect our results.  
 
5. DISCUSSION AND CONCLUSION 
Governments, the business press and academics increasingly are acknowledging that overseas 
nationals are important actors within and outside their countries of origin. Attention has been 
paid to the effects of overseas nationals’ remittance flows on the economic growth of their 
countries of origin (Vaaler, 2011), to the role of diaspora in spurring entrepreneurship in host 
countries or countries of origin using ethnic social networks (Liu, et al., 2010; Saxenian, 
2005; Zaheer, et al., 2009), and to returnees on venture performance (Li, Zhang, Li, Zhou, & 
Zhang, 2012). However, the role of overseas nationals on the OFDI decisions of firms located 
in the country of origin has been largely ignored in the literature. Focusing on the relationship 
between overseas nationals and internationalization among homeland firms, this work 
contributes to our understanding of the role of diaspora in accelerating international economic 
development of the country of origin.  
 Drawing on recent work in IB that highlights the need to analyze the link between a 
firm’s ownership structure and the decision to internationalize (Bhaumik, et al., 2010; 
Fernandez & Nieto, 2006; Filatotchev, et al., 2008; Lien, et al., 2005), we posit that the 
presence of overseas nationals in the ownership structure of a homeland domestic firm 
represents a firm-level mechanism through which diasporas relate to OFDI. Overall, the 
international (ethnic) entrepreneurship literature argues theoretically and shows empirically 
that returnees promote business development, technology growth and export activities 
(Filatotchev, et al., 2009; Liu, et al., 2010; Zaheer, et al., 2009). However, we show that also 
the simple presence of overseas nationals in the ownership structure of a domestic firm is at 
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least as relevant as the effect of returnee entrepreneurs. Thus, we complement the work on 
the importance of diasporas by showing how migrants can foster change in the home country 
without actually returning to live there. This is an interesting insight into the phenomenon of 
“brain circulation” or reverse brain drain (Saxenian, 2005). 
 Looking at the under-researched, but relevant ownership category of overseas 
nationals, we contribute theoretically and empirically to the literature on the effect of 
ownership structure on firms’ internationalization, in several ways (Bhaumik, et al., 2010; 
Fernandez & Nieto, 2006; Filatotchev, et al., 2008; Filatotchev, et al., 2007). We find that the 
ownership category of overseas nationals is positively correlated with the internationalization 
of homeland firms. We contribute the theoretical argument that overseas nationals’ dual 
orientation reduces overseas nationals’ perception of the costs associated with OFDI. 
Specifically, overseas nationals have an international orientation, endowed by their venturing 
abroad and their personal exposure to and experience of the challenge of entering a foreign 
environment. It can be argued that this experience was successful, since they have been able 
to accumulate sufficient wealth to invest at least part of it in a home-country firm. 
Theoretically, we interpret the international orientation of overseas nationals as a source of 
international knowledge that predicts higher risk taking related to international ventures and a 
less negative perception of the barriers to and complexity of OFDI (Eriksson, et al., 1997). 
These conditions that create a positive perception of OFDI, can lead to increased risk-taking 
behavior.  
 Studies that analyze the relationship between ownership structure and firm 
internationalization argue and show empirically that there is a negative relationship between 
family ownership, and different measures of internationalization such as small and medium 
enterprises’ exporting activities (Fernandez & Nieto, 2006), use of alliances and joint 
ventures in foreign markets (Zahra, 2005), and share ownership in foreign affiliates 
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(Filatotchev, et al., 2007). This negative effect of family ownership on internationalization 
has been shown previously in the Indian context, with the presence of Indian family owners 
negatively associated with the proportion of assets held overseas by the domestic firm 
(Bhaumik, et al., 2010). We corroborate and extend this finding of a negative relationship 
between family ownership and internationalization in the context of OFDI as captured by 
majority-owned foreign acquisitions.  
 Moreover, our result—of the negative relationship between family ownership and 
OFDI being reduced by the presence of overseas nationals in the firm ownership structure—
contributes to extending further the theoretical and empirical literature on family businesses 
and internationalization. The assessment of OFDI by family owners is expected to be 
negative, as a consequence of family owners’ high risk averseness when confronted with this 
strategic decision (e.g., Bhaumik, et al., 2010; Fernandez & Nieto, 2006). In this context, 
applying the concept of overseas nationals’ dual orientation within the framework of the 
information-processing theory, we identify a set of theoretical mechanisms associated with 
the additional information-processing capacity available in the firm given the presence of 
overseas national investors. The presence of overseas nationals in the ownership structure 
provides potential access to relevant information by family members that allows a new 
assessment of OFDI opportunities, and threats. In other words, family members may begin to 
evaluate OFDI through the eyes of overseas nationals, which may distort family perceptions 
of situational risks (Sitkin & Pablo, 1992; Sitkin & Weingart, 1995), in particular, as we have 
argued and shown empirically, by underemphasizing OFDI risk. 
 The literature on family business and OFDI typically focuses on potential access of 
family members to additional information-processing capacity provided by foreign 
corporations (Bhaumik, et al., 2010; Filatotchev, et al., 2007). Our study contributes to this 
strand of the literature. Within the category of foreign investors we distinguish the roles of 
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overseas nationals and foreign corporations. We posit theoretically and corroborate 
empirically that overseas nationals differ from foreign corporations in their incentives to 
potentially provide additional information-processing capacity to family members. 
Specifically, our finding of a non-significant role for a minority stake of a foreign corporation 
in positively moderating the negative relationship between family ownership and OFDI 
(relative to a minority stake owned by overseas nationals) is in agreement with the theoretical 
argument that foreign corporations are more keen to use a minority equity stake in order to 
search for information about a new local foreign context (Beamish, 1994; Hitt, et al., 2000; 
Meyer, 2001). Whereas overseas nationals—often motivated by non-pecuniary reasons, and 
armed with knowledge of domestic business practices and a similar culture (Gillespie, et al., 
1999; Nielsen & Riddle, 2010)—are more likely to favor other shareholders’ access to their 
information-processing capacity. Therefore, although both foreign corporations and overseas 
nationals (i.e., foreign investors) may facilitate similar access to international information or 
investment opportunities abroad, for instance, through managerial inputs (Bhaumik, et al., 
2010), we show there is a need for more research to identify more fine-grained characteristics 
of the different investor categories. In particular, identifying the dual orientation of overseas 
nationals allows a better understanding of the incentives for sharing the relative information 
advantage stemming from different ownership categories.  
Limitations and Future Research 
It should be noted that in this study, we do not know in which countries the overseas 
nationals are located. Examining how the effect of overseas national ownership on OFDI 
differs depending on which the country hosting the diaspora would be interesting for future 
research. Another limitation of our analysis is that we are unable to consider individual 
ownership stakes. For instance, the overseas nationals’ group might include more than one 
overseas national investor, but we have no details of individual investors. Accordingly, we 
133 
 
assume that homogenous types of investors will have similar strategic objectives and decision 
making horizons, and similar risk rationales (Douma, George, & Kabir, 2006; Pedersen & 
Thomsen, 1997; Thomsen & Pedersen, 2000), and also similar ability and motivation to 
provide information-processing capacity. Analysis of the distribution of aggregate shares 
among various individual owners would provide insights into how the number of owners or, 
alternatively, the size of individual ownership shares might influence the contribution of 
overseas nationals to homeland firms’ internationalization. 
 Also, although we control for the influence of government ownership in our empirical 
analysis, our theory development does not include government ownership. In emerging 
markets, local government continues to be an important investor. Since government-invested 
firms typically follow very different strategic objectives compared to other firms—
governments generally have political aims such as the promotion of employment and social 
welfare, and may be subject to pressure from local interest groups (Cuervo-Cazurra & Dau, 
2009; Thomsen & Pedersen, 2000). Investigating how government ownership interrelates 
with other ownership categories in influencing OFDI might yield useful insights.  
For researchers interested in diaspora and OFDI, it would be interesting to examine 
cross-diaspora comparisons of ethnic group characteristics influencing risk-taking behavior 
and information-processing capacity. Despite some similarities, we acknowledge that there 
are also significant differences among and within different communities of overseas 
nationals.  
Among different entry modes, our analysis focuses on acquisitions. Since our 
empirical setting is India, we proxy for OFDI by wholly-owned acquisitions and our analysis 
does not include greenfield investments, a much less diffused entry mode for Indian firms 
(Athreye & Godley, 2009). However, greenfield investments play an important role in other 
contexts, such as China. Future research should assess this limitation and evaluate how 
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informative ownership-based mechanisms are regarding the relationship between overseas 
nationals and OFDI via greenfields.  
Practical Implications  
Our study shows that the presence of overseas nationals in the ownership structure of a 
homeland domestic firm is positively related to its internationalization, including in the 
presence of family ownership. Accordingly, this preliminary evidence suggests that 
governments from the countries of origin of diasporas could make strategic use of these 
groups and that government investments aimed at attracting and supporting overseas 
nationals would be worthwhile.  
 Not all governments are effective at attracting overseas nationals’ investments. As a 
result of the breakup of the Soviet Union, several million Russians formed diasporas in the 
newly independent states (Smith & Wilson, 1997). At that time, Russia had no policies in 
place to deal with this phenomenon, and many members of the Russian diaspora felt that the 
homeland had “abandoned” them (Heleniak, 2004; Smith, 1999). In the case of India, 
although the government has sent some “welcome signals” (Davis & Hart, 2010), overseas 
Indians still face difficulties when they want to invest back home. According to a report by 
PriceWaterhouseCoopers (2010), NRIs’ investments are subject to stricter investments limits 
in some industries in India. Some authors have suggested that the Indian government could 
do more to attract NRIs, and create better conditions to stimulate investment (Saxenian, 
2002).   
 Our results suggest that overseas national owners are likely to exhibit higher risk 
taking in relation to FDI and the additional information-processing capacity that they can 
provide to other investors—in particular to risk-averse family members. This is initial 
evidence for governments interested in promoting overseas nationals’ investments. 
Governments could assess the effectiveness of their national immigration regimes in reducing 
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obstacles related to dual citizenship and integration of overseas nationals. Specific actions 
could be aimed improve communication about services, marketing events and investment 
promotion activities for diaspora members, or could focus on how the home market might be 
made more attractive for overseas nationals, which would have a direct effect on the extent of 
overseas nationals’ investment in domestic companies. In relation to “brain circulation”, the 
creation of supportive institutions and policies addressing overseas nationals is clearly 
fundamental.   
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Appendix 
Table A1. Zero inflated negative binomial: marginal effects and incidence rate ratios 
 Model A1 
 Marginal effectsa IRR 
Family ownership t-1 -0.051 0.265 
Overseas national ownership t-1 0.104 14.712 
Minority foreign corporation t-1 0.027 2.004 
Domestic institutional ownership t-1 0.073 6.541 
State ownership t-1 -0.187 0.008 
Profitabilityt-1 -.00001 0.998 
Group affiliation t-1 -0.034 0.411 
Technological intensityt-1 .00001 1.001 
Advertising intensityt-1 -0.001 0.975 
Exporting experiencet-1 0.165 1.272 
Borrowing intensityt-1 0.006 1.181 
International technological resourcest-1 -0.094 0.088 
Firm aget -.0003 0.991 
Firm sizet-1 0.031 2.238 
a All continuous variables at mean values and all categorical variables at benchmark values (industry=high tech).  
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Abstract  
In this analysis of why business groups (BGs) internationalize, we look at the influence of 
BGs’ domestic geographical scope on the extent of their outward FDI (OFDI). In particular, 
we adopt an organizational learning perspective. We borrow the concept of exaptation – a 
process whereby capabilities historically developed in a specific context are used in a 
different environment – from evolutionary biology. We argue that BGs exapt knowledge that 
is domestically developed to organize and manage geographically dispersed units across sub-
national areas, so that they can engage in OFDI. As BGs increase their engagement in OFDI, 
OFDI experience becomes a substitute for the exaptation of domestically developed 
capabilities. We also find that the exaptation of domestically developed capabilities to enable 
OFDI critically depends on the BG’s portfolio of domestic sub-national areas. We test our 
argument on a sample of 693 Indian BGs covering the period from 2001 to 2010.  
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Emerging Market Multinationals Conference and 2012 EIBA conference. Insightful comments from 
the research seminars’ participants at the Department of Strategic Management and Globalization of 
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1. INTRODUCTION 
Business groups (BGs) play a critical role in both emerging and mature markets (Khanna and 
Yafeh, 2005). These confederations of firms, which are referred to using a variety of terms 
such as Latin American grupos, Japanese zaibatsus and Korean cheabols, share a number of 
features regardless of their location. BGs are typically diversified across a number of 
industries, are usually associated with a single extended family and often control a substantial 
portion of a country’s productive assets (Cuervo-Cazurra, 2006; Xu and Meyer, 2012). 
Although member firms remain legally independent, they rely on the network of social ties 
provided by the BG to coordinate their actions in product and factor markets (Granovetter, 
1994). Specifically, BGs supply access to internal capital markets, government connections, 
intermediation functions, labor markets, reputation, and credibility to affiliated firms (Leff, 
1978; Ghemawat and Khanna, 1998; Guillen, 1997).  
On the basis of the idea that coordinated strategic action within a BG supports decisions 
on outward FDI (OFDI) at the group level, a number of studies have recently investigated the 
drivers of BG internationalization. These studies highlight the relevance of managerial 
resources and product-diversification strategies (Tan and Meyer, 2010; Kumar, Gaur, and 
Pattnaik, 2012; Gaur and Kumar, 2009). However, despite the widespread sub-national 
divides that BGs from large home countries have to face, this literature has overlooked the 
relevance of domestic geographical scope when analyzing why BGs internationalize. In 
response to the call for more sub-national analyses in the international business (IB) field 
(Nachum, 2000) and the increasing attention paid to the sub-national dimension (Tan and 
Meyer, 2011), we aim to advance this stream of research by focusing on the domestic 
geographical dispersion of BGs as a critical antecedent of OFDI. 
In line with organizational learning theory (Fiol and Lyles, 1985; Levitt and March, 
1988), we argue that BGs rely on experiential learning to internationalize. In this regard, we 
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identify exaptation as a specific learning process. Exaptation is a process documented by 
evolutionary biologists in which features adapted for a particular purpose in a specific 
environment are used for another purpose in a different environment (Gould, 1980, 1991). In 
particular, we follow the internationalization process (IP) model (Eriksson et al., 1997) in that 
we distinguish between country- and firm-specific types of international experience. The 
former concerns the firm's knowledge of how foreign businesses and institutions function in 
the target country, while the latter relates to experience with organizing and managing 
operations across space. We refer to this latter type of firm-specific knowledge as 
“experience in dispersed business management”.  
Although country-specific knowledge, which is traditionally acquired through less 
complex organizational forms (such as exports), may enable organizations to increase their 
internationalization commitment, the perceived costs of engaging in more complex 
internationalization forms (such as FDI) may still be high because firms lack relevant 
knowledge about managing operations across space. Organizations that have an opportunity 
to acquire experience in dispersed business management at home will perceive lower 
internationalization costs and therefore increase their internationalization commitment by 
engaging in OFDI to a greater extent. In other words, organizations – such as BGs – that have 
developed the knowledge necessary to organize and manage geographically dispersed units 
across sub-national locations will exapt that knowledge in the international context and 
internationalize through OFDI to a greater extent than organizations that have missed such a 
domestic opportunity. Furthermore, as BGs gain complex international experience (i.e., both 
country- specific knowledge and experience in dispersed business management) through 
OFDI, experiential learning in international contexts becomes a substitute for the exaptation 
of domestically developed knowledge. Hence, the relevance of domestic geographical 
dispersion for additional OFDI declines.  
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In addition, we contend that the extent to which a BG exapts such capabilities in order 
to engage in OFDI depends on its portfolio of sub-national locations. Specifically, highly 
urbanized sub-national states are typically characterized by a higher resource endowment 
than less urbanized areas. For this reason, BGs primarily dispersed in highly urbanized sub-
national states experience a supporting effect from the context and are more likely to engage 
in OFDI. In contrast, BGs primarily dispersed across less urbanized sub-national areas must 
deal with the local contexts’ shortages and typically lack the opportunity to exapt knowledge 
in order to engage in OFDI.  
The coexistence of different definitions of BGs (e.g., Fisman and Khanna, 2004) drives 
our decision to empirically focus on a single country. In particular, the Indian context serves 
as an excellent context for testing our argument. BGs are critical organizations in the Indian 
economy. In India, BG affiliation is not a legal construct, but extant research (Khanna and 
Palepu, 2000) has assessed and confirmed the reliability of the Centre for Monitoring of the 
Indian Economy (CMIE) classification of BG membership, which is based on the number of 
common shareholders, company announcements and shared interests.  
After a period of institutional “closeness” (from 1948 until the early 1980s) during 
which organizations could only expand domestically, India has recently experienced a 
dramatic opening of its industries to international competition (Fisman and Khanna, 2004) 
and the increasing internationalization of BGs. Furthermore, in terms of the geographical 
diversity with which BGs must cope, India is a large country with uneven levels of economic 
development and significant variations in institutional quality across sub-national states 
(Ravallion and Chaudhuri, 2006; OECD, 2011). In addition, it is the world’s third-most 
heterogeneous nation in terms of spoken languages (The Economist, 2012). 
Our focus on domestic geographical scope advances IB theory and the studies of why 
BGs internationalize by improving our understanding of the spatial dimension in IB (Khanna 
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and Yafeh, 2005; Tan and Meyer, 2010; Gaur and Kumar, 2009; Kumar, Gaur, and Pattnaik, 
2012). By setting our analysis in India, we also contribute to the debate on the merit of 
traditional IB theories for analyzing the internationalization of emerging market (EM) firms. 
In particular, we provide theoretical and empirical insights into the relevance of experience in 
dispersed business management for internationalization, and the role of home-location-
specific assets in constraining and defining such knowledge (Narula, 2012). Our study 
supports the view that EM organizations internationalize gradually through a process of 
evolution (Ramamurti, 2009).  
 
2. THEORETICAL BACKGROUND  
Research on internationalization has increasingly adopted an organizational learning 
perspective (Fiol and Lyles, 1985; Levitt and March, 1988). Furthermore, it has emphasized 
the critical role of experiential learning in international expansion strategies 
(Hutzschenreuter, Pedersen, and Volberda, 2007). In this perspective, internationalization is 
the outcome of a learning process in which knowledge and routines developed in relation to 
specific events are effectively applied and used when similar events are encountered (March, 
Sproull, and Tamuz, 1991). Routines include organizational rules, procedures, and 
conventions, as well as the underlying knowledge and belief structures (Levitt and March, 
1988). Routines enable organizations to function by relying on codified scripts, which in turn 
lessens the amount of time and attention needed for conscious thought, speeds up decision 
processes in conditions of bounded rationality, and improves the success of subsequent trials 
(Cyert and March, 1963; Nelson and Winter, 1982). Organizations expand their routines and 
knowledge through experience (Levitt and March, 1988; Cohen and Levinthal, 1990). In 
particular, experiential learning helps organizations combine successful old routines with new 
ones (Levitt and March, 1988). 
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IB scholars have documented the relevance of experiential learning and capability 
accumulation for internationalization (Johanson and Vahlne, 1977; Kogut and Zander, 1993), 
and they have acknowledged the costs of this process. In particular, Eriksson et al. (1997) 
distinguish between foreign business and institutional knowledge, on the one hand, and the 
knowledge related to the organization and management of operations across space, on the 
other. The former reflects country-specific knowledge, while the latter is firm specific. The IP 
model (Johanson and Vahlne, 1977) primarily focuses on country-specific knowledge 
(Eriksson et al., 1997). In particular, internationalization is interpreted in the IP model as an 
incremental learning process in which initial expansion abroad through more simple forms of 
internationalization, such as exports, enables the acquisition of knowledge about preferences 
and tastes, languages, business practices, and national cultures (country-specific knowledge), 
and expands the firm’s knowledge base and capabilities. As a result, country-specific 
experiential learning reduces the risks associated with further internationalization, provides a 
vehicle for acquiring knowledge of internal and external resources, and creates opportunities 
for combining them. A significant amount of literature has documented the critical role of 
country-specific experience in increasing the likelihood of success abroad and overcoming 
the liability of foreignness (Barkema and Vermeulen, 1998; Delios and Henisz, 2000; Zahra, 
Ireland, and Hitt, 2000). 
However, in addition to costs related to the liability of foreignness (Zaheer, 1995), 
international expansion implies transaction and coordination costs, which increase with 
distance and organizational complexity (Jones and Hill, 1988). In this regard, a key 
organizational skill for internationalization is the ability to manage geographically dispersed 
resources (firm-specific knowledge) (Bartlett and Ghoshal, 1989), as organizations must be 
able to manage operations and sales in a new environment (Kogut and Zander, 1993). In 
particular, the knowledge-based view of the multinational enterprise (MNE) (Kogut and 
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Zander, 1993) acknowledges that experience accumulation and capability development shape 
incremental and evolutionary internationalization paths. In this perspective, the path-
dependent creation of a rich social context within the firm drives international expansion. In 
particular, organizations need to learn how to deal with the complexity of geographical 
dispersion by legitimizing diverse perspectives, developing multiple coordination and 
innovation processes, and building a shared vision and individual commitment across units 
(Ghoshal and Bartlett, 1990).  
This perspective suggests the relevance of acquisition of experience in dispersed 
business management for successful internationalization. In particular, experience in 
dispersed business management lowers the perceived costs of increasing internationalization 
commitment – for instance from exporting to undertaking FDI. More complex forms of 
internationalization, such as FDI, enable organizations to acquire both host country- 
knowledge and firm-specific experience in dispersed business management, but at a cost 
(Eriksson et al., 1997). The ability to acquire knowledge related to the geographical 
organization and management of firms’ operations at home should therefore reduce the costs 
of an increase in internationalization commitment. However, this strategy is not available to 
all firms. Organizations from smaller countries lack an opportunity to acquire experience 
with the organization and management of operations across space domestically before they 
decide to adopt more complex forms of internationalization. In contrast, organizations from 
larger countries have opportunities to acquire experience in dispersed business management 
at home and eventually exapt that knowledge to FDI.  
Large EMs, such as India, serve as excellent contexts for investigations of whether 
BGs’ OFDI expansion relies on capabilities developed in the domestic context that are 
exapted to the international context. The institutional “closeness” that has characterized many 
EM in the past has generally produced a lack of OFDI experience among domestic 
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organizations (Luo and Tung, 2007). Traditionally, expansion in domestic markets across 
sub-national states was the only opportunity available to BGs and other domestic 
organizations in these countries (Fisman and Khanna, 2004). BGs’ expansion abroad, 
therefore, primarily encompassed exports and local partnerships with MNEs from advanced 
countries (Luo and Tung, 2007). In recent decades, however, several EMs have experienced 
substantial institutional changes, especially in terms of liberalization and the opening of 
domestic economies to foreign opportunities (Cuervo-Cazurra & Dau, 2009). New 
possibilities for undertaking OFDI have therefore emerged for BGs located in EMs. BGs that 
are widely geographically dispersed on the domestic front may be better prepared to respond 
to these opportunities, as such organizations have acquired experience in dispersed business 
management through the organization and management of their operations within the home 
country.  
 
3. HYPOTHESES DEVELOPMENT  
3.1 The exaptation effect of domestic geographical dispersion 
The benefits and costs of geographical dispersion are the subject of an ongoing debate. On 
the one hand, transaction and coordination costs increase as the degree of geographical 
dispersion rises (Jones and Hill, 1988) due to coordination difficulties, information 
asymmetry, and incentive misalignment (Jakobsen and Onsager, 2003; Chakrabarti, Singh, 
and Mahmood, 2007). On the other hand, geographically dispersed organizations may be able 
to achieve higher efficiency by spreading risks (Kim, Hwang, and Burgers, 1993), and by 
enhancing their market power over their suppliers, distributors, and customers (Kogut, 1985). 
They can also learn more effectively by accumulating and transferring knowledge across 
distances (Caves, 1996; Argote, Beckman, and Epple, 1990). Although geographical 
concentration facilitates interaction across organizational units in terms of information 
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sharing, communication, and socialization (Benito, Lunnan, and Tomassen, 2011), firms that 
are more geographically dispersed have an opportunity to learn how to organize and manage 
operations across space. In this regard, expansion across locations requires specific routines 
and capabilities if spatially dispersed units are to be effectively coordinated.  
In large, diversified countries, crossing sub-national domestic borders and operating 
domestically are likely to be at least as risky and expensive as crossing international borders 
(Boisot and Meyer, 2008). In large EMs, market imperfections exacerbate this aspect. 
Khanna and Yafeh (2005: 41) acknowledge the analogy between “internalizing cross-border 
transactions because of cross-border imperfections … and internalizing within-country 
transactions because of local market imperfections.” In large and diversified developed and 
EM contexts, BGs that are geographically dispersed in the domestic market need to manage 
activities across diverse resource- and institution-endowed environments. In other words, 
BGs need to learn how to organize and manage their activities across space.  
The development of organizational routines, procedures, and structures is critical to the 
functioning of an organization (Cyert and March, 1963). These knowledge assets are 
accumulated over time and influence subsequent behavior. As a result, firms’ accumulated 
experiential knowledge on how to organize geographically dispersed operations across 
different sub-national contexts influences their ability to go abroad. In fact, the learning 
associated with domestic geographical dispersion reduces the perceived costs of 
internationalization (Eriksson et al., 1997). This reasoning is in line with the idea that 
accumulated experience in internationalization is not only country-specific but also firm-
specific, as it concerns “knowing what knowledge is required in different situations and 
different settings … and where to seek this knowledge” (Eriksson et al., 1997: 345). Hence, 
domestic geographical dispersion equips BGs with the knowledge base and organizational 
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agility required to manage globally dispersed activities and their complexity. In particular, 
this domestic training should sustain BGs’ internationalization.  
This learning mechanism can be illustrated using the concept of exaptation, a concept 
originating from evolutionary biology (Gould, 1980, 1991). Organizations, like organisms, 
exapt (re-adapt) capabilities initially developed as adaptive responses to a specific 
environment for new uses in a different environment. In the context of bank acquisitions, for 
example, Marquis and Huang (2010) show that capabilities originally developed for bank 
branch management became useful for bank acquisition management and integration after an 
environmental shift. Exaptation refers to a situation in which the historical origin of a 
capability differs from its current applicability. In particular, the experience gained in large, 
heterogeneous domestic contexts can be re-adapted (or exapted) to different international 
contexts (not necessarily other EMs), thereby helping BGs getting the critical knowledge and 
organizational agility needed to internationalize.  
In contrast, BGs that are geographically concentrated in their home country are likely to 
fail to learn about intra-firm geographical organization and management, and run the risk of 
becoming over-embedded in a narrow set of sub-national locations. The “easier to manage” 
conditions of geographically concentrated BGs prevent group and affiliate managers from 
developing the flexible management capabilities needed to run complex organizational 
structures across space. Therefore, our first hypothesis is:  
H1a: Domestic geographical dispersion is positively associated with OFDI for BGs 
lacking OFDI experience. 
Experience in international contexts through FDI eases the acquisition of both country-
specific knowledge and experience in dispersed business management (Eriksson et al., 1997). 
BGs going abroad learn about foreign business and institutions, as well as how to organize 
and manage activities across space. Such knowledge about clients, markets, competitors, 
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governments, institutional framework, rules, norms, and values is critical if 
internationalization is to be sustained (Johanson and Vahlne, 1977). In addition, the level of 
organizational complexity in an international context is arguably greater than the 
organizational complexity in a domestic context, and should lead to improved organizational 
and management capabilities (Chakrabarti, Singh, and Mahmood, 2007; Calori, Johnson, and 
Sarnin, 1994). 
Therefore, as BGs open up to internationalization opportunities, OFDI experience 
encompassing both country-specific knowledge and experience in dispersed business 
management can serve as a substitute for the experience in dispersed business management 
acquired through domestic geographical dispersion. In other words, the relevance of domestic 
geographical dispersion for successful internationalization decreases as BGs acquire complex 
internationalization experience through FDI. This leads to our next hypothesis: 
H1b: The effect of domestic geographical dispersion on the extent of OFDI declines as 
BGs gain OFDI experience. 
 
3.2 The contingent effect of sub-national heterogeneity 
Extreme disparities across sub-national states in terms of the level of development, resource 
availability, and institutional quality are typical in large countries where the differences 
between urban and non-urban areas are often substantial (Henderson, 2002). The level of 
urbanization is usually connected to the level of economic development and the quality of the 
institutional framework (Hoff, 2003; Henderson, 2002; Fan et al., 2009). Rural areas are often 
characterized by stagnation, delayed economic growth, and poor institutional frameworks, 
whereas the level of economic development and quality of institutions are greater in 
urbanized areas (Norton, 2003). Urban areas often offer local economies of scale as a result 
of the concentration of infrastructure and services (Coughlin, Terza, and Arromdee, 1991). In 
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particular, highly urbanized areas offer more and better business services, such as 
telecommunication and financing institutions (Baaij, van den Bosch, and Volberda, 2004; 
Klier and Testa, 2002).  
Such disparities are remarkably evident in EMs. Khanna, Palepu, and Sinha (2005) 
demonstrate that the availability of venture capital in India, for instance, is limited to urban 
areas. In China, highly urbanized areas coexist with more rural areas, and some authors talk 
about “two Chinas” (e.g., Abebe and Masur, 2008).  
Extant studies document BGs’ ability to operate across underserviced sub-national 
areas (Fisman and Khanna, 2004). BGs are able to address the shortages associated with 
underdeveloped local contexts, as their affiliates can rely on formal and informal ties, which 
act as a social mechanism that facilitates resources sharing and reduces the likelihood of 
reneging on contracts (Granovetter, 1994). However, geographical concentration in less 
urbanized areas requires BGs to devote their efforts to dealing with shortages in the domestic 
environment, and carries high costs in terms of coordinating units across space. The lack of a 
supporting local context requires BGs to make specific resource commitments. These 
resources might otherwise have been allocated to international expansion through complex 
internationalization modes, such as FDI. Hence, BGs dispersed in less urbanized sub-national 
areas will face a trade-off when allocating resources to domestic and international strategies. 
Moreover, those BGs that develop experience to successfully cope with low urbanized areas’ 
shortages would not be able to easily apply it outside those low urbanized contexts. In other 
words, BGs would not be able to exapt that knowledge to undertake OFDI.  
In contrast, although BGs primarily dispersed in highly urbanized sub-national areas 
must bear the costs of managing their geographically dispersed networks, they also arguably 
experience more supportive local contexts. As a result, geographical dispersion across highly 
urbanized sub-national areas should allow BGs to devote resources to international expansion 
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through exaptation of the knowledge gained from organizing and managing domestic 
operations across space. At the same time, operating in highly urbanized sub-national areas 
can imply some disadvantages as well, such as for instance higher real estate costs than in 
low urbanized areas. However, BGs located in highly urbanized areas will be likely to benefit 
from the location despite these disadvantages, due to the available business services and 
easier access to resources, knowledge and networks. This availability of opportunities in 
highly urbanized contexts will positively influence how BGs exapt knowledge, so that they 
can more easily engage in OFDI.  
We argue that the relationship between a BG’s domestic geographical dispersion and 
the extent of OFDI is therefore contingent on the degree of urbanization in the sub-national 
areas in which the BG’s units are dispersed. In this regard, we propose: 
H2: For BGs lacking OFDI experience, domestic geographical dispersion in highly 
urbanized sub-national areas has a greater positive effect on the extent of OFDI than in 
low urbanized areas. 
 
4. METHODOLOGY  
4.1 Data and sample  
We follow past studies in the strategy and international management fields (Chittoor et al., 
2009; Elango & Pattnaik, 2007; Gubbi et al., 2010; Fisman and Khanna, 2004) in that we rely 
on the Prowess database (2011) from the CMIE to identify Indian BGs. Prowess provides 
annual financial data for over 7,000 Indian firms and information on firms’ BG affiliations. 
To identify Indian BGs investing abroad, we used the Zephyr database from Bureau van Dijk, 
which collects information on cross-border deals. Data concerning the level of urbanization 
of different Indian states are drawn from the Indian Census (2001, 2011). As census data are 
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only available for 2001 and 2011, we use interpolation to derive the values for the missing 
years.  
We focus on the period from 2001 through 2010 for which we have information on 
BGs’ financial data, affiliation, and OFDI. The lack of data on OFDI prior to 2000 (Delios, 
Gaur, and Kamal, 2009; Kumar, Gaur, and Pattnaik, 2012) motivates our decision to start our 
focal period in 2001. As a result of erroneous (e.g., negative values for financial 
expenditures) and missing values, our sample covers 693 BGs, which we observe over a ten-
year period, giving a total of 5,816 observations. 
 
4.2 Measures 
Dependent variable 
We measure a BG’s OFDI as the number of OFDIs the BG undertook each year from 2001 
through 2010. In particular, we focus on cross-border acquisitions and mergers in which the 
final stake acquired by the Indian BG is greater than 10%, and we exclude portfolio 
investments. We chose to focus on brownfield investments because greenfield FDI are 
uncommon among Indian BGs (e.g., Bhaumik, Driffield, and Pal, 2010).  
Independent variables  
To operationalize BGs’ domestic geographical dispersion, we rely on the postal index 
number (PIN7
                                                          
7 The PIN code is a six-digit code introduced in India in 1972 (see 
http://www.mapsofindia.com/chhattisgarh/pincode.html; 
) of the BG affiliates’ plants (see Fisman and Khanna, 2004, for a similar 
measure). We consider both single- and multi-plant cases. To identify plant location, we refer 
to the last available year reported in Prowess on the assumption that plant location 
information is updated when the location changes. Single-plant units (88%) report 
information only on corporate headquarters (HQ), whose locations are based on the year 
http://www.mapguide.in/pincode/, consulted on March 
30, 2012). 
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2010. We acknowledge that corporate HQ might move over time; however, the literature on 
HQ relocations (e.g., Strauss-Kahn and Vives, 2009) suggests that HQ relocation is rare 
(Klier and Testa, 2002), even within the home country, especially when the company is large, 
diversified, and old (Strauss-Kahn and Vives, 2009; Benito, Lunnan, and Tomassen, 2011). A 
relocation of the corporate HQ implies the movement of people and may be particularly 
expensive (Baaij, van den Bosch and Volberda, 2004). International relocation is also 
unlikely, with only 5-6% of multi-unit firms relocating their HQ to another country during 
their life spans (Strauss-Kahn and Vives, 2009; Voget, 2011). For instance, in the European 
Union (where differences among member countries might be comparable to those among 
Indian states), relocation is rare, and in the United States relocation within the same state is 
the most common option (Baaij, van den Bosch, and Volberda, 2004). Although the literature 
on HQ relocation mainly refers to advanced markets (Baaij, van den Bosch, and Volberda, 
2004; Strauss-Kahn and Vives, 2009), we discussed this issue with an Indian IB researcher 
who confirmed that the practice of relocating corporate HQ is uncommon in India. Thus, we 
do not expect a substantial number of corporate HQ in our sample to relocate over time.  
In line with extant research (Fisman and Khanna, 2004), we analyze domestic 
geographical dispersion at the state level. In India, there are two kinds of administrative 
entities: states and union territories. The latter are centrally administrated. The former have a 
significant degree of political autonomy, which implies a significant amount of heterogeneity 
that must be managed by organizations operating across states. Although we are aware of 
intra-state heterogeneity, intra-state-level data are not consistently available across India. In 
addition, studies on India document the validity of a state-level analysis (Fisman and Khanna, 
2004). 
To measure domestic geographical dispersion (DGD), we rely on extant research (see, 
e.g., Allayannis, Ihrig, and Weston, 2001) in that we use the one-year lag of an inverse 
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Herfindahl index. For each BG, this measures the dispersion across Indian states and is 
defined as: 
 
where U is the number of plant units of BG i located in state j at time t (with i = 1, 2, …693; j 
= 1, 2, …19; and t = 1, 2, …10)8
OFDI experience measures the one-year lag of the cumulative number of OFDI 
undertaken by the BG since the year 2000. A similar proxy has been used in past studies to 
account for the firm’s OFDI experience, which is likely to augment the firm’s foreign 
investments in the present (e.g., Takechi, 2011). We rely on this continuous variable to test 
H1b.  
. 
To test for the contingent effect of sub-national heterogeneity on the state level, we 
discriminate between BGs mainly dispersed across highly urbanized states and those 
dispersed across less urbanized states (HU and LU, respectively9
                                                          
8 There are 28 states in India, but two states host none of the BGs in our sample. Thus, we consider 26 Indian 
states: Delhi, Haryana, Punjab, Himachal Pradesh, Jammu & Kashmir, Chandigarh, Uttar Pradesh, Uttarakhand, 
Rajasthan, Gujarat, Daman and Diu, Dadra & Nagar Haveli, Goa, Maharashtra, Madhya Pradesh, Chattisgarh, 
Andhra Pradesh, Karnataka, Tamil Nadu, Kerala, Pondicherry, Lakshadweep, Orissa, West Bengal, Arunachal 
Pradesh, Nagaland, Manipur, Mizoram, Tripura, Meghalaya, Andaman and Nicobar Islands, Bihar, Jharkhand. 
However, the Indian postal system assigns a single PIN code to the following four groups of states: Goa and 
Maharashtra, Sikkim and West Bengal, Arunachal Pradesh and Assam, Manipur, Meghalaya, Nagaland, and 
Tripura. Thus, the final number of states considered amounts to 19. 
). To this end, we use two 
binary variables, which account for states with (1) more than or equal to, or (2) less than or 
equal to the median urbanization level of the 19 Indian states considered (BGs in HU and 
BGs in LU, respectively). We exclude Delhi from both groups, as BGs commonly locate in 
this area, such that this location is not discriminatory across BGs. The two categories are not 
mutually exclusive. As a result, BGs may be geographically dispersed across both types of 
states. However, the overlap between the two groups does not undermine our analysis. In line 
9 The HU states are Andhra Pradesh, Goa, Maharashtra, Gujarat, Haryana, Karnataka, Madhya Pradesh, Punjab, 
Sikkim, West Bengal, and Tamil Nadu. The LU states are Arunachal Pradesh, Assam, Bihar, Himachal Pradesh, 
Jammu and Kashmir, Kerala, Manipur, Meghalaya, Nagaland, Tripura, Orissa, Rajasthan, and Uttar Pradesh. 
DGDit = ,   (1) 
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with our theoretical argument, there are no BGs with OFDI experience dispersed only in LU. 
Furthermore, our dependent variable is always zero for BGs without OFDI experience only 
dispersed in LU.  
 
Controls 
Based on the distinction between the host-country-specific knowledge and the experience in 
dispersed business management required to successfully expand abroad (Eriksson et al., 
1997) , we control for the BG’s country-specific knowledge that organizations acquire 
through initial, simple forms of internationalization, such as exports and collaborations with 
foreign investors (Johanson and Vahlne, 1977). To this end, our model includes the variables 
export experience, which measures the BG’s one-year lag of the average level of exports 
relative to total sales, and JV experience, which captures the BG’s past collaborations with 
foreign firms, as discussed in Kumaraswamy et al. (2012).  
We also control for a number of factors related to BG- and location-specific 
characteristics that could influence BGs’ OFDI. In terms of specific characteristics, a number 
of studies document the influence of industrial diversification on internationalization (Kumar, 
Gaur, and Pattnaik, 2012). Thus, we include industrial diversification, which measures the 
one-year lag of the inverse of the Herfindahl index calculated across the BG’s industrial 
sectors. This variable captures the BG’s dispersion across different industries (Jacquemin and 
Berry, 1979). We also include a number of controls that reflect the BG’s managerial 
capabilities (Tan and Meyer, 2010). In particular, BG profitability is measured as the one-
year lag of profits before depreciation, interest, tax, and amortization (PBDITA) divided by 
the BG’s total income. More profitable BGs are expected to find it easier to undertake OFDI 
(Bhaumik, Driffield, and Pal, 2010). We also control for the BG’s one-year lags of R&D 
investments, marketing investments, and advertising investments (Chang and Hong, 2002; 
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Kumar, Gaur, and Pattnaik, 2012). Older and larger firms may have access to more resources. 
Thus, we include the variables age, which captures the number of years since the 
incorporation of the oldest BG unit (Luo and Chang, 2005; Kumar, Gaur, and Pattnaik, 
2012), and size, which is calculated as the one-year lag of the BG’s total assets, as in Kumar 
et al. (2012). We also control for industry effects using a binary variable (service), which 
takes a value of 1 if the BG is mainly active in service industries and a value of 0 otherwise. 
The contribution of the service sector to India’s growth was remarkable over the period under 
analysis (Eichengren and Gupta, 2011).  
As far as location-specific characteristics are concerned, we include a control for 
market saturation, as BGs might decide to internationalize in response to saturation in the 
home market. We include a proxy for market saturation measured as the average industry-
specific market share across BG affiliates in every year and in every sub-national state. Given 
our focus on domestic geography, we also account for the number of BG units in Delhi (BG 
in Delhi), as many large BGs are located in the capital (Encarnation, 1989). Such a location 
could imply relations with the government (Khanna and Palepu, 2000) that may eventually 
ease internationalization.  
Finally, our model incorporates year dummies to account for time effects. We also 
include the one-year lag of the dependent variable (lag OFDI) to rule out potential 
endogeneity problems. 
 
4.3 Results  
Table 1 summarizes the descriptive statistics and correlations for all of the variables included 
in the model. No variables exhibit distribution or correlation problems. The correlation 
between OFDI experience and lag OFDI may signal collinearity issues. However, as 
described below, we ran ad hoc tests, which ruled out such concerns. 
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- Table 1 about here – 
To handle the preponderance of zeros in the dependent variable distribution, we 
estimate a zero-inflated negative binomial (zinb) model. This type of model is a two-step 
maximum likelihood estimator that, first, estimates a logit regression to predict the 
membership of each observation in the “always zero” group (inflate section) and, second, 
estimates a truncated negative binomial model. As no zinb model is available for panel data, 
we use a pooled cross-section of all observations available in the period from 2001 through 
2010 and account for the time dimension by using year dummies and lagged independent 
variables. We also use Stata’s cluster option to control for BG’s fixed effects.  
To check the actual existence of the “zero inflation” phenomenon and test whether the 
zinb model is preferable to a regular negative binomial model, we perform the Vuong 
(Vuong, 1989) test. For all of the estimated models, the test reports significant positive 
values, which indicate that the zinb model is preferable. Moreover, we check that the zinb is 
the best-fitting of all count data models (i.e., poisson, negative binomial, zero-inflated 
poisson, and zinb) and find supporting results. 
To rule out potential collinearity problems, particularly the potential problem signaled 
by the correlation between OFDI experience and lag OFDI, we implement the regression 
collinearity diagnostic procedures proposed by Beslsley, Kuh, and Welsch (1980), which is 
suitable for non-linear models. The matrix’s condition number that we obtain based on our 
independent and control variables (12.25) is well below the threshold of 30 that indicates 
multicollinearity problems (Belsley, Kuh, and Welsch, 1980). An inspection of the individual 
indexes does not reveal two or more variables associated with 50 percent (or more) variance 
decomposition portions. These findings enhance our confidence in our results.  
Tables 2 and 3 report the results of the zinb models. We include export experience in 
the inflate section of the estimated models. In the inflation equation, this variable predicts the 
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probability of the dependent variable being “always zero” and is generally significant, as 
expected. 
- Table 2 and Table 3 about here - 
In Table 2, Model 1 and 2 report the sample split between BGs with and without OFDI 
experience, respectively. This step allows us to control for the joint effect of the firm- and 
country-specific knowledge the BG has acquired through complex forms of 
internationalization. At the same time, given that the zinb model is not linear, the split sample 
allows us to avoid interpretation problems. For BGs without OFDI experience, domestic 
geographical dispersion is positively associated with internationalization (p < 0.01). Thus, 
BGs without OFDI experience exapt their capabilities to organize and manage geographically 
dispersed affiliates in order to successfully engage in OFDI. H1a is therefore supported. It is 
worth noting that Model 1 reports the results of a negative binomial regression, instead of a 
zinb model, because it is based on a subsample of BGs that already have matured OFDI 
experience in the past. Therefore, by definition this subsample does not suffer from problems 
of zero inflation, which would instead justify the use of a zero inflated model. Table A1 in 
the Appendix reports the marginal effects and incidence rate ratios for Models 1 and 2. 
- Table A1 about here - 
Table 3 provides the results of the zinb model for the full sample and includes OFDI 
experience as a continuous variable. Model 3 is the basic model, which includes all 
independent and control variables. In Model 4, we add the interaction between geographical 
dispersion and OFDI experience. DGD shows a positive and significant coefficient in both 
Models 3 and 4 (p < 0.01). In other words, the higher the level of the BG’s domestic 
geographical dispersion, the greater the extent of its OFDI. In Model 4, the interaction term 
between DGD and OFDI experience is negative and statistically significant (p < 0.01). This 
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indicates that the relationship between DGD and the extent of OFDI is weakened when the 
BG gains international experience through FDI. H1b is therefore supported.  
 
To test H2, we consider BGs primarily dispersed in highly and less urbanized areas with and 
without OFDI experience. The results are presented in Table 4. As expected, DGD is never 
significant for those BGs with OFDI experience. However, DGD is statistically significant 
for BGs dispersed in highly urbanized sub-national states without OFDI experience (p < 
0.01). That is, BGs dispersed across highly urbanized sub-national states experience a 
supporting effect from the local context that leads to internationalization. One could argue 
that highly urbanized sub-national states might also represent contexts that are more similar 
to the host countries that Indian BGs typically target for their internationalization (i.e., 
advanced markets). Nonetheless, H2 is supported. Once again, we should point out that 
Model 5 and Model 6 report the results of negative binomial regressions, instead of zinb 
regressions, because they are both based on subsamples of BGs that already have matured 
OFDI experience in the past, and that therefore do not suffer from zero inflation.  
- Table 4 about here - 
In terms of the controls, our results are consistent with findings of prior studies.  
 
4.4. Robustness check 
To check the robustness of our results, we run alternative specification models. First, we run 
the zinb model but remove the BGs that are mainly active in industries controlled by the 
government. After 1991, industrial licensing in India was abolished in many industries. 
However, five industries (i.e., distillation and brewing of alcoholic drinks; cigars and 
cigarettes made from tobacco and manufactured tobacco substitutes; electronic aerospace and 
defense equipment; industrial explosives; and hazardous chemicals) remain subject to 
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compulsory licensing for safety and strategic reasons, according to the Industries 
(Development and Regulation) Act (1951), which was revised in 2010. The peculiar structure 
of these industries may influence the rationale behind BG’s OFDI (Source: www.dipp.gov.in, 
Archive, SIA statistics). Then we re-run our estimations using an ordered probit model in 
which larger values for the dependent variables are assumed to correspond to higher degrees 
of OFDI. The order probit serves as an alternative to count models. In both cases, our 
findings are confirmed. The results are not reported but are available from the authors.  
 
5. DISCUSSION  
5.1 Contributions 
Our study seeks to advance recent research on BG internationalization. In this regard, it 
focuses on domestic geographical scope as an antecedent of BGs’ OFDI expansion. We draw 
on organizational learning theory and IB research distinguishing between host country-
specific knowledge and firm-specific experience in dispersed business management  as 
critical factors easing internationalization. In this regard, we make three contributions to the 
extant literature. 
First, our focus on the sub-national dimension advances both the broad IB field and 
recent studies on BG internationalization (Tan and Meyer, 2010; Gaur and Kumar, 2009; 
Kumar, Gaur, and Pattnaik, 2012). In particular, our study answers calls for research that 
improves our understanding of the spatial dimension of IB activity (Shaver and Flyer, 2000; 
Nachum, 2000). Traditionally, IB has viewed spatial heterogeneity in terms of distance 
between countries, while consideration of sub-national level spatial heterogeneity has been 
lacking (Andersson et al., 2011). Our adoption of a sub-national perspective also contributes 
to the literature on BG internationalization. Previous analyses of why BGs internationalize 
has mainly focused on managerial resources and product-diversification strategies (Tan and 
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Meyer, 2010; Gaur and Kumar, 2009; Kumar, Gaur, and Pattnaik, 2012). In relation to EMs, 
a number of studies adopt a sub-national perspective (Tan and Meyer, 2011; Meyer and 
Nguyen, 2005), but these studies typically look at the sub-national dimension in relation to 
inward FDI. Our analysis advances this research by providing theoretical and empirical 
insights into the role played by domestic geographical scope in influencing outward FDI, and 
it answers the call for research on the impact of the home country on the internationalization 
strategies of domestic firms (Cuervo-Cazurra, 2011).  
This study’s second contribution concerns the debate on the merit of traditional IB 
theories when analyzing EM firms’ internationalization. In particular, we provide theoretical 
and empirical support for the view that “internationalization requires knowledge assets, and 
the ability to be competitive in overseas markets depends on acquiring, maintaining, and 
developing these firms-specific assets … or ownership-specific … assets” (Narula, 2012: 
189). Our findings show that successful internationalization requires firm-specific knowledge 
of how to organize and manage activities across space. This knowledge can be acquired 
through domestic geographical dispersion and then exapted to international contexts. In 
addition, we illustrate the significant role of assets specific to the home location in 
constraining and defining the kinds of assets an organization possesses for 
internationalization (Narula, 2012). Along these lines, we show that the influence of domestic 
geographical dispersion is contingent on the portfolio of sub-national areas in which an 
organization is located. 
Finally, we have discussed the role of domestic geographical scope as an important 
antecedent to BGs’ OFDI. In this sense, our study supports the view that EM organizations 
gradually evolve from a small international footprint and simple structures toward increasing 
cross-border intensity and complex organizational structures (Ramamurti, 2009). 
 
 
 
172 
 
5.2 Limitations and future research 
The study suffers from some limitations, which in turn serve as suggestions for future 
research. A first limitation relates to the directionality of BGs’ OFDI. Our analysis treats 
internationalization as a monolithic phenomenon, although extant studies have acknowledged 
that firms target both developed and developing countries when going abroad (Tallman, 
1991; Rangan and Drummond, 2004). Future research may analyze whether the domestic 
geographical scope of firms influence the directionality of BGs’ OFDI. Unfortunately, with 
regard to our data, the size of OFDI from India prevents this type of analysis.  
Second, our focus on a single country might limit the generalizability of our findings. 
At the same time, the coexistence of different definitions of BGs across the world constrains 
cross-country comparisons of BG-related phenomena (e.g., Fisman and Khanna, 2004). 
Nevertheless, large EMs (such as the BRIC countries) represent interesting laboratories for 
testing our arguments, given the substantial presence of BGs and the internal heterogeneity 
typical of these countries. Furthermore, it would also be interesting to extend the focus of 
research to large, decentralized advanced economies. We are confident that our analysis can 
guide future studies on BG internationalization in this sense.  
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PART 6:  
THESIS CONCLUSIONS 
 
1. Findings and contribution  
The present Ph.D. dissertation studies some internationalization issues of firms based in home-
country contexts, which are characterized by interesting peculiarities. The aim of the Ph.D. thesis is 
to be a context-specific study that does not provide context-specific implications, but that rather 
aims at advancing general IB theory. In the case of studies focused on firms coming from EMs, this 
can be done with a research approach that places firms’ internationalization in context and avoids 
an a priori stereotypization of both these firms and their home contexts. EMs offer indeed a unique 
laboratory for the study of many phenomena, an understanding of which can sharpen and extend our 
knowledge on firms’ internationalization patterns in general. In this sense, I do not focus on the case 
of internationalizing firms from EMs as a forcefully emerged topic, but rather as an opportunity to 
extend current IB theory.  
With this Ph.D. thesis, I therefore aimed at opposing the stereotypes that might emerge when 
studying EM firms, as stated in the first research paper of the thesis (Stucchi, 2012), where I 
underline the importance of including both traditional explanations and factors capturing the 
peculiarities of EM home-countries. Assuming stereotypes of EM and advanced market firms 
would be indeed rather misleading: in reality, there is significant variation in almost any dimension 
among both EM and advanced market firms. In fact, both types of firms do not follow “one way of 
internationalizing” but many different paths; by considering the heterogeneity of both EM firms and 
advanced market firms we overcome the temptation to give radical, sometimes oversimplified, 
explanations to some firms’ internationalization issues.  
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The Ph.D. thesis also contributes in terms of refinement of the implemented research 
methods. All the research papers rely indeed on the appropriate modeling techniques and discuss 
assumptions, strengths and weaknesses of the followed methodology.  
The study provides also implications for practitioners and policy makers, as explained in 
every of the different research papers of the Ph.D. thesis. In particular, the first paper can help EM 
firms’ managers have a more rational perception of the need to match the motivations of foreign 
investments with the antecedents their firms possess. In addition, the paper can incentivize the 
managers to invest in relevant assets and in better understanding the local contexts when venturing 
into institutionally dissimilar host countries.  
The second paper provides some managerial implications as well, since the firms’ earlier access to 
the potential benefits of internationalization can be beneficial, but the impressive growth of EM 
firms might lead their managers to perform inaccurate strategic analyses. The paper works against 
this risk, highlighting the factors that should support a reduced time to internationalization.  
The third research paper provides instead some practical policy implications: according to the 
paper’s findings, government investments, which aim at attracting and supporting overseas 
nationals, should be worth the effort. The creation of supportive institutions and policies addressing 
this type of shareholders is indeed clearly fundamental.  
Finally, the fourth paper provides significant findings that are expected to be particularly valuable 
for policy makers of large and diversified countries. This covers for instance the impact of policies 
in terms of urbanization, which definitely plays a role on the internationalization of homeland 
organizations.  
The final contribution of every study of this type will of course depend on how the researched 
home-country contexts are grouped and how the subsequent generalization of the study will be 
made. The Ph.D. thesis shows indeed that it is possible to develop a good understanding of the 
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context and at the same time generalize a single-country study to the benefit of enriching general IB 
theory. The generalization is not necessarily to be done a priori with other EMs, just for the 
attractiveness that this label might have; it should instead be done depending on the research aims 
and contexts of analysis. This Ph.D. thesis’ findings could for instance be extended to contexts that 
experienced critical institutional changes or substantial diasporic phenomena or to large and 
diversified countries, as shown by the last three research papers.  
2. Limitations  
In the four papers included in this Ph.D. thesis is certainly possible to identify limitations that 
should be overcome by future research, and that will be addressed as the review process of the 
currently unpublished papers proceeds. First of all, some critiques can be moved to the first research 
paper, despite the fact that it is already published. For instance, it would have been possible to 
discuss more explicitly how to empirically test the acquisition strategies. In particular, given the 
prescriptive approach of the paper, I could have tested the performances of those firms with 
characteristics matching with the right acquisition strategies, and vice versa.  
The second paper has also some limitations that should guide future research. For instance, it would 
be interesting to perform a similar study on the Chinese context and analyze whether and how the 
theoretical framework suggested in the paper could be potentially strengthened. Moreover, the 
paper does not look at the long term consequences of earlier versus later internationalizing firms, 
which might be interesting to incorporate in the study in the future.  
One limitation of the third paper is instead that I do not know where the overseas nationals are 
located abroad – and how this might influence their investment decisions. This could be an 
interesting study to pursue in the future, together with cross-diaspora comparisons of different 
ethnic group characteristics. Although there are similarities, there are also significant differences 
among and within different communities of overseas nationals.  
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Finally, the fourth paper has some limitations too, since for instance it does not take into account 
the directionality of business groups’ OFDI. Moreover, it would again be interesting to test the 
generalization of the paper’s findings in a different single-country context.  
More in general the Ph.D. thesis certainly overlooks some aspects; for instance, I do not study 
the political impact of the international emergence of the studied EM firms. In addition to this, I do 
not study whether the EM firms investing abroad are successful or not. At the moment, I indeed do 
not study the performance effects of internationalization. Finally, the secondary data used to test the 
hypotheses of this Ph.D. thesis have some limitations too, but having combined different data 
sources and performed numerous robustness checks, the final results are considered robust and 
reliable enough.  
3. Future research on emerging market firms  
The present Ph.D. thesis answers some research questions but certainly also generates some venue 
for future research. Given the contribution of the research papers in this PhD thesis, it is indeed 
interesting to reflect on the future research beyond them.  
In general, the emergence of these firms from EMs is not likely to be temporary, but rather it is 
likely to be an irreversible process that is worth studying and understanding in terms of implications 
for the established theory while it is still in its infancy. At the same time, the evolution of the global 
context will certainly have to be taken into consideration; the current global financial crisis for 
instance is likely to affect also the internationalization of firms from EMs, in terms of reduced 
capacity to finance ventures abroad and in terms of the FDI regulatory framework. In this sense, all 
the empirical tests in the Ph.D. thesis are based on internationalization activities that took place 
before 2011; new, more updated data might better reflect the effect of the global context on these 
investments. In any case, most likely EM firms are and will be important worldwide players in the 
future.  
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Certainly the academic interest in the topic has recently increased substantially; this can be seen 
also in terms of single-context studies (e.g. Liu, Buck and Shu, 2005; Deng, 2009; Sutherland, 
2009). Hopefully the research interest on this topic will not decrease but will instead translate into 
even more single-country studies.  
Future research will also probably reduce its bias in the discussions, for instance in terms of the 
advantages of firms from advanced markets versus the disadvantages of EM firms. This is at least 
one of the many issues that will have to be solved in the future (Xu and Meyer, 2012). Future 
research should indeed avoid old debates, and rather try to move the IB field forward.  
Moreover, in order to overcome the current data challenges, more primary data will probably have 
to be collected. This would move the discussion on different questions, such as the motivations of 
specific foreign investments.  
 
To conclude, the literature and interest on this topic has evolved rapidly and extensively. I have 
clearly experienced this, starting from when I began working on the Ph.D. project in 2010 until 
now. I hoped with this Ph.D. thesis to enter this evolution and inspire some future reflections on the 
value of EMs as research contexts.  
Obviously, the ones analyzed in this Ph.D. thesis are only few cases of the internationalization 
issues that can be studied in EM contexts. One can think of many other examples in which EMs 
would serve as valuable research environments for studies of issues that are not necessarily unique 
to EMs, but which are more widespread, visible or easily accessible in these countries. I hope this 
Ph.D. thesis contributes to a better understanding of how researchers can take advantage of the 
many opportunities available for conducting profound, insightful studies into the contexts of EMs.  
  
 
 
192 
 
References  
 
Ahluwalia MS. 1994. India's quiet economic revolution. The Columbia Journal of World Business 
29 (1): 6-12. 
Arora A, Arunachalam VS, Asundi J, Fernandes R. 2001. The Indian software services industry. 
Research policy 30 (8): 1267-1287. 
Athreye S, Kapur S. 2009. Introduction: The internationalization of chinese and indian firms—
trends, motivations and strategy. Industrial and Corporate Change 18 (2): 209-221. 
Athreye S, Kapur S. 2009. Introduction: The internationalization of Chinese and Indian firms-
trends, motivations and strategy. Industrial and Corporate Change 18 (2): 209-221. 
Aulakh PS. 2007. Emerging multinationals from developing economies: Motivations, paths and 
performance. Journal of International Management 13 (3): 235-240. 
Aulakh PS, Kotabe M, Teegen H. 2000. Export strategies and performance of firms from emerging 
economies: Evidence from Brazil, Chile, and Mexico. Academy of Management Journal 43 (3): 
342-361. 
Bhaumik SK, Driffield N, Pal S. 2010. Does ownership structure of emerging-market firms affect 
their outward FDI? The case of the Indian automotive and pharmaceutical sectors. Journal of 
International Business Studies 41 (3): 437-450. 
 
 
193 
 
Blair JD, Hunt JG. 1986. Getting inside the head of the management researcher one more time: 
context-free and context-specific orientations in research. Yearly Review of Management 12 (2): 
147-166. 
Buckley PJ, Clegg LJ, Cross AR, Liu X, Voss H, Zheng P. 2007. The determinants of Chinese 
outward foreign direct investment. Journal of International Business Studies 38 (4): 499-518. 
Capelli P, Singh H, Singh J, Useem M. 2010. The India Way. Harvard Business Press: Boston, 
Massachusetts. 
Chittoor R, Sarkar M, Ray S, Aulakh PS. 2009. Third-world copycats to emerging multinationals: 
institutional changes and organizational transformation in the Indian pharmaceutical industry. 
Organization Science 20 (1): 187-206. 
Cuervo-Cazurra A. 2012. Extending theory by analyzing developing country multinational 
companies: solving the goldilocks debate. Global Strategy Journal 2 (3): 153-167. 
Cuervo-Cazurra A, Genc M. 2011. Obligating, pressuring, and supporting dimensions of the 
environment and the non-market advantages of developing-country multinational companies. 
Journal of Management Studies 48 (2): 441-455. 
Curhan JP, Davidson WH, Suri R. 1977. Tracing the multinationals: A sourcebook on US-based 
enterprises.  
Dahlman CJ, Utz A. 2005. India and the knowledge economy: leveraging strengths and 
opportunities. World Bank Publications:  
 
 
194 
 
Deng P. 2009. Why do Chinese firms tend to acquire strategic assets in international expansion? 
Journal of World Business 44 (1): 74-84. 
Douma S, George R, Kabir R. 2006. Foreign and domestic ownership, business groups and firm 
performance: Evidence from a large emerging market. Strategic Management Journal 27 (7): 637-
657. 
Duysters G, Jacob J, Lemmens C. 2009. Internationalization and technological catching up of 
emerging multinationals: A comparative case study of China's Haier group. Industrial and 
Corporate Change 18 (2): 325-349. 
Dymsza WA. 1984. Trends in multinational business and global environments: a perspective. 
Journal of International Business Studies 15 (3): 25-46. 
Elango B, Pattnaik C. 2007. Building capabilities for international operations through networks: A 
study of indian firms. Journal of International Business Studies 38 (4): 541-555. 
Filatotchev I, Liu X, Buck T, Wright M. 2009. The export orientation and export performance of 
high-technology SMEs in emerging markets: the effects of knowledge transfer by returnee 
entrepreneurs. Journal of International Business Studies 40 (6): 1005-1021. 
Fisman R, Khanna T. 2004. Facilitating development: the role of business groups. World 
Development 32 (4): 609-628. 
Fortanier F, van Tulder R. 2009. Internationalization trajectories - a cross-country comparison: Are 
large Chinese and Indian companies different? Industrial and Corporate Change 18 (2): 223-247. 
 
 
195 
 
Gammeltoft P. 2008. Emerging multinationals: outward FDI from the BRICS countries. 
International Journal of Technology and Globalization 4 (1): 5-22. 
Gammeltoft P, Barnard H, Madhok A. 2010. Emerging multinationals, emerging theory: Macro- 
and micro-level perspectives. Journal of International Management 16 (2): 95-101. 
Gaur AS, Kumar V. 2010. Internationalization of emerging market firms: A case for theoretical 
extension. In The past, present and future of international business & management (Advances in 
International Management), Devinney T, Pedersen T and Tihanyi L (eds). Emerald Group 
Publishing Limited; 603-627 
Gaur AS, Kumar V. 2009. International diversification, business group affiliation and firm 
performance: Empirical evidence from India. British Journal of Management 20 (2): 172-186. 
Hoskisson RE, Eden L, Lau CM, Wright M. 2000. Strategy in Emerging Economies. The Academy 
of Management Journal 43 (3): 249-267. 
International Monetary Fund. April 2011. World economic outlook: tensions from the two-speed 
recovery.  
Johns G. 2006. The essential impact of context on organizational behavior. The Academy of 
Management Review 31 (2): 386-408. 
Khanna T. 2009. Learning from economic experiments in China and India. Academy of 
Management Perspectives 23 (2): 36-43. 
Khanna T, Palepu K. 1997. Why focused strategies may be wrong for emerging markets. Harvard 
Business Review July/August : 41-51. 
 
 
196 
 
Kochhar K, Kumar U, Rajan R, Subramanian A, Tokatlidis I. 2006. India’s patter of development: 
what happened, what follows? Journal of Monetary Economics 53 (5): 981-1019. 
Kumar V, Gaur AS, Pattnaik C. 2012. Product diversification and international expansion of 
business groups. Evidence from India. Management International Review 52 (2): 175-192. 
Kumar K, McLeod MG. 1981. Multinationals from developing countries. DC Heath: 
Lexington,MA. 
Lall S. 1983. The new multinationals: the spread of third worl enterprises. Wiley: Chichester West 
Sussex and New York. 
Lall S. 1982. The emergence of third world multinationals: Indian joint ventures overseas<br />. 
World Development 10 (2): 127-146. 
Liu X, Buck T, Shu C. 2005. Chinese economic development, the next stage: outward FDI? 
International Business Review 14 (1): 97-115. 
Luo Y, Tung RL. 2007. International expansion of EM enterprises: A springboard perspective. 
Journal of International Business Studies 38 (4): 481-498. 
Madhok A, Keyhani M. 2012. Acquisitions as entrepreneurship: Asymmetries, opportunities, and 
the internationalization of multinationals from emerging economies. Global Strategy Journal 2 (1): 
26-40. 
Mathews JA. 2006. Dragon multinationals: New players in 21st century globalization. Asia Pacific 
Journal of Management 23 (1): 5-27. 
 
 
197 
 
Mathews JA. 2002. Competitive advantages of the latecomer firm: A resource-based account of 
industrial catch-up strategies. Asia Pacific Journal of Management 19 (4): 467-488. 
Meyer KE. 2006. Asian management reserach needs more self-confidence. Asia Pacific Journal of 
Management 23 (2): 119-137. 
Morck R, Yeung B, Zhao M. 2008. Perspectives of China's putward foreign direct investment. 
Journal of International Business Studies 39 (3): 337-350. 
Narula R. 2012. Do we need different frameworks to explain infant mnes from developing 
countries? Global Strategy Journal 2 (1): 188-204. 
Narula R. 2006. Globalization, new ecologies, new zoologies, and the purported death of the 
eclectic paradigm. Asia Pacific Journal of Management 23 (2): 143-151. 
OECD. 1999. Benchmark definition of foreign direct investment. ISBN 92-64-15283-0 – No. 48971  
Rabbiosi L, Elia S, Bertoni F. 2012. Acquisitions by EMNCs in developed markets: An 
organisational learning perspective. Management International Review 
http://dx.doi.org/10.1007/s11575-012-0134-3  
Ramamurti R. 2012. What is really different about emerging market multinationals? Global 
Strategy Journal 2 (1): 41-47. 
Ramamurti R. 2009. What have we learned about emerging MNEs?. In Emerging Multinationals 
from Emerging Markets, Ramamurti R and Singh J (eds). Cambridge University Press: Cambridge, 
U.K. 
 
 
198 
 
Ray S, Gubbi SR. 2009. International acquisitions by Indian firms: implications for research on 
emerging multinationals. The Indian Journal of Industrial Relations 45 (1): 11-26. 
Rothermund D. 2008. India: The rise of an Asian giant. Yale University Press:  
Rugman AM, Li J. 2007. Will China's multinationals succeed globally or regionally? European 
Management Journal 25 (5): 333-343. 
Saxenian, A. 2005. From brain drain to brain circulation: transnational communities and regional 
upgrading in India and China. Studies in Comparative International Development, 40(2): 35-61. 
Sethi SP, Elango B. 1999. The Influence of „Country of Origin‟ on Multinational Corporation 
Global Strategy. Journal of International Management 2 (5): 258-298. 
Shukla, S. 2003. India abroad: diasporic cultures of postwar America and England. Princeton 
University Press.  
Som R. 2004. Gandhi, Bose, Nehru, and the making of the modern Indian mind. Viking Penguin:  
Stucchi T. 2012. Emerging market firms’ acquisitions in advanced markets: Matching strategy with 
resource-, institution-and industry-based antecedents. European Management Journal 30 (3): 278-
289. 
Sun SL, Peng MW, Ren B, Yan D. 2012. A comparative ownership advantage framework for cross-
border M&As: The rise of chinese and indian MNEs. Journal of World Business 47 (1): 4-16. 
Sutherland D. 2009. Do China´s national team business groups undertake strategic-asset-seeking 
OFDI? Chinese Management Studies 3 (1): 11-24. 
 
 
199 
 
Tan D, Meyer K. 2010. Business groups’ outward FDI: a managerial resources perspective. Journal 
of International Management 16 (2): 154-164. 
The economist. 2010. New masters of management: Special report on innovation in emerging 
markets. April 15th  
Tsui AS. 2004. Contributing to global management knowledge: a case for high quality indigenous 
research. Asia Pacific Journal of Management 21 (4): 491-513. 
Tuma NB, Hannan MT. 1979. Approaches to censoring problem in analysis of event histories. 
Sociological Methodology 10 : 209-240. 
Wells LT. 1983. Third world multinationals: The rise of foreign investment from developing 
countries. The Massachusetts Institute of Technology: Cambridge. 
Williamson PJ, Zeng M. 2009. Chinese multinationals: emerging through new global gateways. In 
Emerging Multinationals from Emerging Markets, Ramamurti R and Singh JV (eds). Cambridge 
University Press: Cambridge U.K.; 81-109 
Wilson D, Purushothaman R. 2003. Dreaming with BRICs: the path to 2050. Goldman Sachs 
Global Economic Paper No. 99 New York: Goldman Sachs Group  
Xu D, Meyer KE. 2012. Linking theory and context: strategy research in emerging economies after 
Wright et al., 2005. Journal of Management Studies DOI: 10.1111/j.1467-6486.2012.01051.x  
Yang X, Terjesen S. 2007. In search of confidence: context, collaboration, and constraints. Asia 
Pacific Journal of Management 24 (4): 497-507. 
  
TITLER I PH.D.SERIEN:
2004
1. Martin Grieger
 Internet-based Electronic Marketplaces
 and Supply Chain Management
2. Thomas Basbøll
 LIKENESS
 A Philosophical Investigation
3. Morten Knudsen
 Beslutningens vaklen
 En systemteoretisk analyse of mo-
derniseringen af et amtskommunalt 
sundhedsvæsen 1980-2000
4. Lars Bo Jeppesen
 Organizing Consumer Innovation
 A product development strategy that 
is based on online communities and 
allows some ﬁrms to beneﬁt from a 
distributed process of innovation by 
consumers
5. Barbara Dragsted
 SEGMENTATION IN TRANSLATION 
AND TRANSLATION MEMORY 
 SYSTEMS
 An empirical investigation of cognitive
 segmentation and effects of integra-
ting a TM system into the translation 
process
6. Jeanet Hardis
 Sociale partnerskaber
 Et socialkonstruktivistisk casestudie 
 af partnerskabsaktørers virkeligheds-
opfattelse mellem identitet og 
 legitimitet
7. Henriette Hallberg Thygesen
 System Dynamics in Action
8. Carsten Mejer Plath
 Strategisk Økonomistyring
9. Annemette Kjærgaard
 Knowledge Management as Internal 
 Corporate Venturing
 – a Field Study of the Rise and Fall of a
  Bottom-Up Process
10. Knut Arne Hovdal
 De profesjonelle i endring
 Norsk ph.d., ej til salg gennem 
 Samfundslitteratur
11. Søren Jeppesen
 Environmental Practices and Greening 
 Strategies in Small Manufacturing 
 Enterprises in South Africa
 – A Critical Realist Approach
12. Lars Frode Frederiksen
 Industriel forskningsledelse
 – på sporet af mønstre og samarbejde 
i danske forskningsintensive virksom-
heder
13. Martin Jes Iversen
 The Governance of GN Great Nordic
 – in an age of strategic and structural
  transitions 1939-1988
14. Lars Pynt Andersen
 The Rhetorical Strategies of Danish TV 
 Advertising 
 A study of the ﬁrst ﬁfteen years with 
 special emphasis on genre and irony
15. Jakob Rasmussen
 Business Perspectives on E-learning
16. Sof Thrane
 The Social and Economic Dynamics 
 of Networks 
 – a Weberian Analysis of Three 
 Formalised Horizontal Networks
17. Lene Nielsen
 Engaging Personas and Narrative 
 Scenarios – a study on how a user-
 centered approach inﬂuenced the 
 perception of the design process in 
the e-business group at AstraZeneca
18. S.J Valstad
 Organisationsidentitet
 Norsk ph.d., ej til salg gennem 
 Samfundslitteratur
19. Thomas Lyse Hansen
 Six Essays on Pricing and Weather risk 
in Energy Markets
20.  Sabine Madsen
 Emerging Methods – An Interpretive
  Study of ISD Methods in Practice
21. Evis Sinani
 The Impact of Foreign Direct Inve-
stment on Efﬁciency, Productivity 
Growth and Trade: An Empirical Inve-
stigation
22. Bent Meier Sørensen
 Making Events Work Or, 
 How to Multiply Your Crisis
23. Pernille Schnoor
 Brand Ethos
 Om troværdige brand- og 
 virksomhedsidentiteter i et retorisk og 
diskursteoretisk perspektiv 
24. Sidsel Fabech
 Von welchem Österreich ist hier die 
Rede?
 Diskursive forhandlinger og magt-
kampe mellem rivaliserende nationale 
identitetskonstruktioner i østrigske 
pressediskurser 
25. Klavs Odgaard Christensen
 Sprogpolitik og identitetsdannelse i
  ﬂersprogede forbundsstater
 Et komparativt studie af Schweiz og 
 Canada
26. Dana B. Minbaeva
 Human Resource Practices and 
 Knowledge Transfer in Multinational 
 Corporations
27. Holger Højlund
 Markedets politiske fornuft
 Et studie af velfærdens organisering i 
 perioden 1990-2003
28. Christine Mølgaard Frandsen
 A.s erfaring
 Om mellemværendets praktik i en 
transformation af mennesket og 
 subjektiviteten
29. Sine Nørholm Just
 The Constitution of Meaning
 – A Meaningful Constitution? 
 Legitimacy, identity, and public opinion 
in the debate on the future of Europe
2005
1. Claus J. Varnes
 Managing product innovation through 
 rules – The role of formal and structu-
red methods in product development
2. Helle Hedegaard Hein
 Mellem konﬂikt og konsensus
 – Dialogudvikling på hospitalsklinikker
3. Axel Rosenø
 Customer Value Driven Product Inno-
vation – A Study of Market Learning in 
New Product Development
4. Søren Buhl Pedersen
 Making space
 An outline of place branding
5. Camilla Funck Ellehave
 Differences that Matter
 An analysis of practices of gender and 
 organizing in contemporary work-
places
6. Rigmor Madeleine Lond
 Styring af kommunale forvaltninger
7. Mette Aagaard Andreassen
 Supply Chain versus Supply Chain
 Benchmarking as a Means to 
 Managing Supply Chains
8. Caroline Aggestam-Pontoppidan
 From an idea to a standard
 The UN and the global governance of 
 accountants’ competence
9. Norsk ph.d. 
10. Vivienne Heng Ker-ni
 An Experimental Field Study on the 
 Effectiveness of Grocer Media 
 Advertising 
 Measuring Ad Recall and Recognition, 
 Purchase Intentions and Short-Term 
Sales
11. Allan Mortensen
 Essays on the Pricing of Corporate 
Bonds and Credit Derivatives
12. Remo Stefano Chiari
 Figure che fanno conoscere
 Itinerario sull’idea del valore cognitivo 
e espressivo della metafora e di altri 
tropi da Aristotele e da Vico ﬁno al 
cognitivismo contemporaneo
13. Anders McIlquham-Schmidt
 Strategic Planning and Corporate 
 Performance
 An integrative research review and a 
 meta-analysis of the strategic planning 
 and corporate performance literature 
 from 1956 to 2003
14. Jens Geersbro
 The TDF – PMI Case
 Making Sense of the Dynamics of 
 Business Relationships and Networks
15 Mette Andersen
 Corporate Social Responsibility in 
 Global Supply Chains
 Understanding the uniqueness of ﬁrm 
 behaviour
16.  Eva Boxenbaum
 Institutional Genesis: Micro – Dynamic
 Foundations of Institutional Change
17. Peter Lund-Thomsen
 Capacity Development, Environmental 
 Justice NGOs, and Governance: The 
Case of South Africa
18. Signe Jarlov
 Konstruktioner af offentlig ledelse
19. Lars Stæhr Jensen
 Vocabulary Knowledge and Listening 
 Comprehension in English as a Foreign 
 Language
 An empirical study employing data 
 elicited from Danish EFL learners
20. Christian Nielsen
 Essays on Business Reporting
 Production and consumption of  
strategic information in the market for 
information
21. Marianne Thejls Fischer
 Egos and Ethics of Management 
 Consultants
22. Annie Bekke Kjær
 Performance management i Proces-
 innovation 
 – belyst i et social-konstruktivistisk
 perspektiv
23. Suzanne Dee Pedersen
 GENTAGELSENS METAMORFOSE
 Om organisering af den kreative gøren 
i den kunstneriske arbejdspraksis
24. Benedikte Dorte Rosenbrink
 Revenue Management
 Økonomiske, konkurrencemæssige & 
 organisatoriske konsekvenser
25. Thomas Riise Johansen
 Written Accounts and Verbal Accounts
 The Danish Case of Accounting and 
 Accountability to Employees
26. Ann Fogelgren-Pedersen
 The Mobile Internet: Pioneering Users’ 
 Adoption Decisions
27. Birgitte Rasmussen
 Ledelse i fællesskab – de tillidsvalgtes 
 fornyende rolle
28. Gitte Thit Nielsen
 Remerger
 – skabende ledelseskræfter i fusion og 
 opkøb
29. Carmine Gioia
 A MICROECONOMETRIC ANALYSIS OF 
 MERGERS AND ACQUISITIONS
30. Ole Hinz
 Den effektive forandringsleder: pilot, 
 pædagog eller politiker?
 Et studie i arbejdslederes meningstil-
skrivninger i forbindelse med vellykket 
gennemførelse af ledelsesinitierede 
forandringsprojekter
31. Kjell-Åge Gotvassli
 Et praksisbasert perspektiv på dynami-
ske 
 læringsnettverk i toppidretten
 Norsk ph.d., ej til salg gennem 
 Samfundslitteratur
32. Henriette Langstrup Nielsen
 Linking Healthcare
 An inquiry into the changing perfor-
 mances of web-based technology for 
 asthma monitoring
33. Karin Tweddell Levinsen
 Virtuel Uddannelsespraksis
 Master i IKT og Læring – et casestudie 
i hvordan proaktiv proceshåndtering 
kan forbedre praksis i virtuelle lærings-
miljøer
34. Anika Liversage
 Finding a Path
 Labour Market Life Stories of 
 Immigrant Professionals
35. Kasper Elmquist Jørgensen
 Studier i samspillet mellem stat og   
 erhvervsliv i Danmark under 
 1. verdenskrig
36. Finn Janning
 A DIFFERENT STORY
 Seduction, Conquest and Discovery
37. Patricia Ann Plackett
 Strategic Management of the Radical 
 Innovation Process
 Leveraging Social Capital for Market 
 Uncertainty Management
2006
1. Christian Vintergaard
 Early Phases of Corporate Venturing
2. Niels Rom-Poulsen
 Essays in Computational Finance
3. Tina Brandt Husman
 Organisational Capabilities, 
 Competitive Advantage & Project-
Based Organisations
 The Case of Advertising and Creative 
 Good Production
4. Mette Rosenkrands Johansen
 Practice at the top
 – how top managers mobilise and use
 non-ﬁnancial performance measures
5. Eva Parum
 Corporate governance som strategisk
 kommunikations- og ledelsesværktøj
6. Susan Aagaard Petersen
 Culture’s Inﬂuence on Performance 
 Management: The Case of a Danish 
 Company in China
7. Thomas Nicolai Pedersen
 The Discursive Constitution of Organi-
zational Governance – Between unity 
and differentiation
 The Case of the governance of 
 environmental risks by World Bank 
environmental staff
8. Cynthia Selin
 Volatile Visions: Transactons in 
 Anticipatory Knowledge
9. Jesper Banghøj
 Financial Accounting Information and  
 Compensation in Danish Companies
10. Mikkel Lucas Overby
 Strategic Alliances in Emerging High-
Tech Markets: What’s the Difference 
and does it Matter?
11. Tine Aage
 External Information Acquisition of 
 Industrial Districts and the Impact of 
 Different Knowledge Creation Dimen-
sions
 
 A case study of the Fashion and  
Design Branch of the Industrial District 
of Montebelluna, NE Italy
12. Mikkel Flyverbom
 Making the Global Information Society 
 Governable
 On the Governmentality of Multi- 
Stakeholder Networks
13. Anette Grønning
 Personen bag
 Tilstedevær i e-mail som inter-
aktionsform mellem kunde og med-
arbejder i dansk forsikringskontekst
14. Jørn Helder
 One Company – One Language?
 The NN-case
15. Lars Bjerregaard Mikkelsen
 Differing perceptions of customer 
value
 Development and application of a tool 
for mapping perceptions of customer 
value at both ends of customer-suppli-
er dyads in industrial markets
16. Lise Granerud
 Exploring Learning
 Technological learning within small 
 manufacturers in South Africa
17. Esben Rahbek Pedersen
 Between Hopes and Realities: 
 Reﬂections on the Promises and 
 Practices of Corporate Social 
 Responsibility (CSR)
18. Ramona Samson
 The Cultural Integration Model and 
 European Transformation.
 The Case of Romania
2007
1. Jakob Vestergaard
 Discipline in The Global Economy
 Panopticism and the Post-Washington 
 Consensus
2. Heidi Lund Hansen
 Spaces for learning and working
 A qualitative study of change of work, 
 management, vehicles of power and 
 social practices in open ofﬁces
3. Sudhanshu Rai
 Exploring the internal dynamics of 
software development teams during 
user analysis
 A tension enabled Institutionalization 
 Model; ”Where process becomes the 
 objective”
4. Norsk ph.d. 
 Ej til salg gennem Samfundslitteratur
5. Serden Ozcan
 EXPLORING HETEROGENEITY IN 
 ORGANIZATIONAL ACTIONS AND 
 OUTCOMES
 A Behavioural Perspective
6. Kim Sundtoft Hald
 Inter-organizational Performance 
 Measurement and Management in 
Action
 – An Ethnography on the Construction 
of Management, Identity and 
 Relationships
7. Tobias Lindeberg
 Evaluative Technologies
 Quality and the Multiplicity of 
 Performance
8. Merete Wedell-Wedellsborg
 Den globale soldat
 Identitetsdannelse og identitetsledelse 
i multinationale militære organisatio-
ner
9. Lars Frederiksen
 Open Innovation Business Models
 Innovation in ﬁrm-hosted online user 
 communities and inter-ﬁrm project 
 ventures in the music industry 
 – A collection of essays
10. Jonas Gabrielsen
 Retorisk toposlære – fra statisk ’sted’ 
til persuasiv aktivitet
11. Christian Moldt-Jørgensen
 Fra meningsløs til meningsfuld  
evaluering.
 Anvendelsen af studentertilfredsheds-
 målinger på de korte og mellemlange  
 videregående uddannelser set fra et 
 psykodynamisk systemperspektiv
12. Ping Gao
 Extending the application of 
 actor-network theory
 Cases of innovation in the tele-
 communications industry
13. Peter Mejlby
 Frihed og fængsel, en del af den 
samme drøm? 
 Et phronetisk baseret casestudie af 
 frigørelsens og kontrollens sam-
eksistens i værdibaseret ledelse! 
 
14. Kristina Birch
 Statistical Modelling in Marketing
15. Signe Poulsen
 Sense and sensibility: 
 The language of emotional appeals in 
insurance marketing
16. Anders Bjerre Trolle
 Essays on derivatives pricing and dyna-
mic asset allocation
17. Peter Feldhütter
 Empirical Studies of Bond and Credit 
Markets
18. Jens Henrik Eggert Christensen
 Default and Recovery Risk Modeling 
and Estimation
19. Maria Theresa Larsen
 Academic Enterprise: A New Mission 
for Universities or a Contradiction in 
Terms?
 Four papers on the long-term impli-
cations of increasing industry involve-
ment and commercialization in acade-
mia
20.  Morten Wellendorf
 Postimplementering af teknologi i den  
 offentlige forvaltning
 Analyser af en organisations konti-
nuerlige arbejde med informations-
teknologi
21.  Ekaterina Mhaanna
 Concept Relations for Terminological 
Process Analysis
22.  Stefan Ring Thorbjørnsen
 Forsvaret i forandring
 Et studie i ofﬁcerers kapabiliteter un-
der påvirkning af omverdenens foran-
dringspres mod øget styring og læring
23.  Christa Breum Amhøj
 Det selvskabte medlemskab om ma-
nagementstaten, dens styringstekno-
logier og indbyggere
24.  Karoline Bromose
 Between Technological Turbulence and 
Operational Stability
 – An empirical case study of corporate 
venturing in TDC
25.  Susanne Justesen
 Navigating the Paradoxes of Diversity 
in Innovation Practice
 – A Longitudinal study of six very 
 different innovation processes – in 
practice
26.  Luise Noring Henler
 Conceptualising successful supply 
chain partnerships
 – Viewing supply chain partnerships 
from an organisational culture per-
spective
27.  Mark Mau
 Kampen om telefonen
 Det danske telefonvæsen under den 
tyske besættelse 1940-45
28.  Jakob Halskov
 The semiautomatic expansion of 
existing terminological ontologies 
using knowledge patterns discovered 
on the WWW – an implementation 
and evaluation
29.  Gergana Koleva
 European Policy Instruments Beyond 
Networks and Structure: The Innova-
tive Medicines Initiative
30.  Christian Geisler Asmussen
 Global Strategy and International 
 Diversity: A Double-Edged Sword?
31.  Christina Holm-Petersen
 Stolthed og fordom
 Kultur- og identitetsarbejde ved ska-
belsen af en ny sengeafdeling gennem 
fusion
32.  Hans Peter Olsen
 Hybrid Governance of Standardized 
States
 Causes and Contours of the Global 
Regulation of Government Auditing
33.  Lars Bøge Sørensen
 Risk Management in the Supply Chain
34.  Peter Aagaard
 Det unikkes dynamikker
 De institutionelle mulighedsbetingel-
ser bag den individuelle udforskning i 
professionelt og frivilligt arbejde
35.  Yun Mi Antorini
 Brand Community Innovation
 An Intrinsic Case Study of the Adult 
Fans of LEGO Community
36.  Joachim Lynggaard Boll
 Labor Related Corporate Social Perfor-
mance in Denmark
 Organizational and Institutional Per-
spectives
2008
1. Frederik Christian Vinten
 Essays on Private Equity
2.  Jesper Clement
 Visual Inﬂuence of Packaging Design 
on In-Store Buying Decisions
3.  Marius Brostrøm Kousgaard
 Tid til kvalitetsmåling?
 – Studier af indrulleringsprocesser i 
forbindelse med introduktionen af 
kliniske kvalitetsdatabaser i speciallæ-
gepraksissektoren
4. Irene Skovgaard Smith
 Management Consulting in Action
 Value creation and ambiguity in 
 client-consultant relations
5.  Anders Rom
 Management accounting and inte-
grated information systems
 How to exploit the potential for ma-
nagement accounting of information 
technology
6.  Marina Candi
 Aesthetic Design as an Element of 
 Service Innovation in New Technology-
based Firms
7.  Morten Schnack
 Teknologi og tværfaglighed
 – en analyse af diskussionen omkring 
 indførelse af EPJ på en hospitalsafde-
ling
8. Helene Balslev Clausen
 Juntos pero no revueltos – un estudio 
sobre emigrantes norteamericanos en 
un pueblo mexicano
9. Lise Justesen
 Kunsten at skrive revisionsrapporter.
 En beretning om forvaltningsrevisio-
nens beretninger
10. Michael E. Hansen
 The politics of corporate responsibility:
 CSR and the governance of child labor 
and core labor rights in the 1990s
11. Anne Roepstorff
 Holdning for handling – en etnologisk 
undersøgelse af Virksomheders Sociale 
Ansvar/CSR
12. Claus Bajlum
 Essays on Credit Risk and 
 Credit Derivatives
13. Anders Bojesen
 The Performative Power of Competen-
ce  – an Inquiry into Subjectivity and 
Social Technologies at Work
14. Satu Reijonen
 Green and Fragile
 A Study on Markets and the Natural  
Environment
15. Ilduara Busta
 Corporate Governance in Banking
 A European Study
16. Kristian Anders Hvass
 A Boolean Analysis Predicting Industry 
Change: Innovation, Imitation & Busi-
ness Models
 The Winning Hybrid: A case study of 
isomorphism in the airline industry
17. Trine Paludan
 De uvidende og de udviklingsparate
 Identitet som mulighed og restriktion 
blandt fabriksarbejdere på det aftaylo-
riserede fabriksgulv
18. Kristian Jakobsen
 Foreign market entry in transition eco-
nomies: Entry timing and mode choice
19. Jakob Elming
 Syntactic reordering in statistical ma-
chine translation
20. Lars Brømsøe Termansen
 Regional Computable General Equili-
brium Models for Denmark
 Three papers laying the foundation for 
regional CGE models with agglomera-
tion characteristics
 
21. Mia Reinholt
 The Motivational Foundations of 
Knowledge Sharing
22.  Frederikke Krogh-Meibom
 The Co-Evolution of Institutions and 
Technology
 – A Neo-Institutional Understanding of 
Change Processes within the Business 
Press – the Case Study of Financial 
Times
23. Peter D. Ørberg Jensen
 OFFSHORING OF ADVANCED AND 
HIGH-VALUE TECHNICAL SERVICES: 
ANTECEDENTS, PROCESS DYNAMICS 
AND FIRMLEVEL IMPACTS
24. Pham Thi Song Hanh
 Functional Upgrading, Relational 
 Capability and Export Performance of 
Vietnamese Wood Furniture Producers
25. Mads Vangkilde
 Why wait?
 An Exploration of ﬁrst-mover advanta-
ges among Danish e-grocers through a 
resource perspective
26.  Hubert Buch-Hansen
 Rethinking the History of European 
Level Merger Control
 A Critical Political Economy Perspective
2009
1. Vivian Lindhardsen
 From Independent Ratings to Commu-
nal Ratings: A Study of CWA Raters’ 
Decision-Making Behaviours
2. Guðrið Weihe
 Public-Private Partnerships: Meaning 
and Practice
3. Chris Nøkkentved
 Enabling Supply Networks with Colla-
borative Information Infrastructures
 An Empirical Investigation of Business 
Model Innovation in Supplier Relation-
ship Management
4.  Sara Louise Muhr
 Wound, Interrupted – On the Vulner-
ability of Diversity Management
5. Christine Sestoft
 Forbrugeradfærd i et Stats- og Livs-
formsteoretisk perspektiv
6. Michael Pedersen
 Tune in, Breakdown, and Reboot: On 
the production of the stress-ﬁt self-
managing employee
7.  Salla Lutz
 Position and Reposition in Networks 
 – Exempliﬁed by the Transformation of 
the Danish Pine Furniture Manu-
 facturers
8. Jens Forssbæck
 Essays on market discipline in 
 commercial and central banking
9. Tine Murphy
 Sense from Silence – A Basis for Orga-
nised Action 
 How do Sensemaking Processes with 
Minimal Sharing Relate to the Repro-
duction of Organised Action?
10. Sara Malou Strandvad
 Inspirations for a new sociology of art: 
A sociomaterial study of development 
processes in the Danish ﬁlm industry
11. Nicolaas Mouton
 On the evolution of social scientiﬁc 
metaphors: 
 A cognitive-historical enquiry into the 
divergent trajectories of the idea that 
collective entities – states and societies, 
cities and corporations – are biological 
organisms.
12. Lars Andreas Knutsen
 Mobile Data Services:
 Shaping of user engagements
13. Nikolaos Theodoros Korﬁatis
 Information Exchange and Behavior
 A Multi-method Inquiry on Online 
Communities
14.  Jens Albæk
 Forestillinger om kvalitet og tværfaglig-
hed på sygehuse
 – skabelse af forestillinger i læge- og 
plejegrupperne angående relevans af 
nye idéer om kvalitetsudvikling gen-
nem tolkningsprocesser
15.  Maja Lotz
 The Business of Co-Creation – and the 
Co-Creation of Business
16. Gitte P. Jakobsen
 Narrative Construction of Leader Iden-
tity in a Leader Development Program 
Context
17. Dorte Hermansen
 ”Living the brand” som en brandorien-
teret dialogisk praxis:
 Om udvikling af medarbejdernes 
brandorienterede dømmekraft
18. Aseem Kinra
 Supply Chain (logistics) Environmental 
Complexity
19. Michael Nørager
 How to manage SMEs through the 
transformation from non innovative to 
innovative? 
20.  Kristin Wallevik
 Corporate Governance in Family Firms
 The Norwegian Maritime Sector
21. Bo Hansen Hansen
 Beyond the Process
 Enriching Software Process Improve-
ment with Knowledge Management
22. Annemette Skot-Hansen
 Franske adjektivisk aﬂedte adverbier, 
der tager præpositionssyntagmer ind-
ledt med præpositionen à som argu-
menter
 En valensgrammatisk undersøgelse
23. Line Gry Knudsen
 Collaborative R&D Capabilities
 In Search of Micro-Foundations
24. Christian Scheuer
 Employers meet employees
 Essays on sorting and globalization
25. Rasmus Johnsen
 The Great Health of Melancholy
 A Study of the Pathologies of Perfor-
mativity
26. Ha Thi Van Pham
 Internationalization, Competitiveness 
Enhancement and Export Performance 
of Emerging Market Firms: 
 Evidence from Vietnam
27. Henriette Balieu
 Kontrolbegrebets betydning for kausa-
tivalternationen i spansk
 En kognitiv-typologisk analyse
2010
1.  Yen Tran
 Organizing Innovationin Turbulent 
Fashion Market
 Four papers on how fashion ﬁrms crea-
te and appropriate innovation value
2. Anders Raastrup Kristensen
 Metaphysical Labour
 Flexibility, Performance and Commit-
ment in Work-Life Management
3. Margrét Sigrún Sigurdardottir
 Dependently independent
 Co-existence of institutional logics in 
the recorded music industry
4.  Ásta Dis Óladóttir
 Internationalization from a small do-
mestic base:
 An empirical analysis of Economics and 
Management
5.  Christine Secher
 E-deltagelse i praksis – politikernes og 
forvaltningens medkonstruktion og 
konsekvenserne heraf
6. Marianne Stang Våland
 What we talk about when we talk 
about space:
 
 End User Participation between Proces-
ses of Organizational and Architectural 
Design
7.  Rex Degnegaard
 Strategic Change Management
 Change Management Challenges in 
the Danish Police Reform
8. Ulrik Schultz Brix
 Værdi i rekruttering – den sikre beslut-
ning
 En pragmatisk analyse af perception 
og synliggørelse af værdi i rekrutte-
rings- og udvælgelsesarbejdet
9. Jan Ole Similä
 Kontraktsledelse
 Relasjonen mellom virksomhetsledelse 
og kontraktshåndtering, belyst via ﬁre 
norske virksomheter
10. Susanne Boch Waldorff
 Emerging Organizations: In between 
local translation, institutional logics 
and discourse
11. Brian Kane
 Performance Talk
 Next Generation Management of  
Organizational Performance
12. Lars Ohnemus
 Brand Thrust: Strategic Branding and 
Shareholder Value
 An Empirical Reconciliation of two 
Critical Concepts
13.  Jesper Schlamovitz
 Håndtering af usikkerhed i ﬁlm- og 
byggeprojekter
14.  Tommy Moesby-Jensen
 Det faktiske livs forbindtlighed
 Førsokratisk informeret, ny-aristotelisk 
τηθος-tænkning hos Martin Heidegger
15. Christian Fich
 Two Nations Divided by Common 
 Values
 French National Habitus and the 
 Rejection of American Power
16. Peter Beyer
 Processer, sammenhængskraft  
og ﬂeksibilitet
 Et empirisk casestudie af omstillings-
forløb i ﬁre virksomheder
17. Adam Buchhorn
 Markets of Good Intentions
 Constructing and Organizing 
 Biogas Markets Amid Fragility  
and Controversy
18. Cecilie K. Moesby-Jensen
 Social læring og fælles praksis
 Et mixed method studie, der belyser 
læringskonsekvenser af et lederkursus 
for et praksisfællesskab af offentlige 
mellemledere
19. Heidi Boye
 Fødevarer og sundhed i sen- 
modernismen
 – En indsigt i hyggefænomenet og  
de relaterede fødevarepraksisser
20. Kristine Munkgård Pedersen
 Flygtige forbindelser og midlertidige 
mobiliseringer
 Om kulturel produktion på Roskilde 
Festival
21. Oliver Jacob Weber
 Causes of Intercompany Harmony in 
Business Markets – An Empirical Inve-
stigation from a Dyad Perspective
22. Susanne Ekman
 Authority and Autonomy
 Paradoxes of Modern Knowledge 
Work
23. Anette Frey Larsen
 Kvalitetsledelse på danske hospitaler
 – Ledelsernes indﬂydelse på introduk-
tion og vedligeholdelse af kvalitetsstra-
tegier i det danske sundhedsvæsen
24.  Toyoko Sato
 Performativity and Discourse: Japanese 
Advertisements on the Aesthetic Edu-
cation of Desire
25. Kenneth Brinch Jensen
 Identifying the Last Planner System 
 Lean management in the construction 
industry
26.  Javier Busquets
 Orchestrating Network Behavior  
for Innovation
27. Luke Patey
 The Power of Resistance: India’s Na-
tional Oil Company and International 
Activism in Sudan
28. Mette Vedel
 Value Creation in Triadic Business Rela-
tionships. Interaction, Interconnection 
and Position
29.  Kristian Tørning
 Knowledge Management Systems in 
Practice – A Work Place Study
30. Qingxin Shi
 An Empirical Study of Thinking Aloud 
Usability Testing from a Cultural 
Perspective
31.  Tanja Juul Christiansen
 Corporate blogging: Medarbejderes 
kommunikative handlekraft
32.  Malgorzata Ciesielska
 Hybrid Organisations.
 A study of the Open Source – business 
setting
33. Jens Dick-Nielsen
 Three Essays on Corporate Bond  
Market Liquidity
34. Sabrina Speiermann
 Modstandens Politik
 Kampagnestyring i Velfærdsstaten. 
 En diskussion af traﬁkkampagners sty-
ringspotentiale
35. Julie Uldam
 Fickle Commitment. Fostering political 
engagement in 'the ﬂighty world of 
online activism’
36. Annegrete Juul Nielsen
 Traveling technologies and 
transformations in health care
37. Athur Mühlen-Schulte
 Organising Development
 Power and Organisational Reform in 
the United Nations Development 
 Programme
38. Louise Rygaard Jonas
 Branding på butiksgulvet
 Et case-studie af kultur- og identitets-
arbejdet i Kvickly
2011
1. Stefan Fraenkel
 Key Success Factors for Sales Force 
Readiness during New Product Launch
 A Study of Product Launches in the 
Swedish Pharmaceutical Industry
2. Christian Plesner Rossing
 International Transfer Pricing in Theory 
and Practice
3.  Tobias Dam Hede
 Samtalekunst og ledelsesdisciplin
 – en analyse af coachingsdiskursens 
genealogi og governmentality
4. Kim Pettersson
 Essays on Audit Quality, Auditor Choi-
ce, and Equity Valuation
5. Henrik Merkelsen
 The expert-lay controversy in risk 
research and management. Effects of 
institutional distances. Studies of risk 
deﬁnitions, perceptions, management 
and communication
6. Simon S. Torp
 Employee Stock Ownership: 
 Effect on Strategic Management and 
Performance
7. Mie Harder
 Internal Antecedents of Management 
Innovation
8. Ole Helby Petersen
 Public-Private Partnerships: Policy and 
Regulation – With Comparative and 
Multi-level Case Studies from Denmark 
and Ireland
9. Morten Krogh Petersen
 ’Good’ Outcomes. Handling Multipli-
city in Government Communication
10. Kristian Tangsgaard Hvelplund
 Allocation of cognitive resources in 
translation - an eye-tracking and key-
logging study
11. Moshe Yonatany
 The Internationalization Process of 
Digital Service Providers
12. Anne Vestergaard
 Distance and Suffering
 Humanitarian Discourse in the age of 
Mediatization
13. Thorsten Mikkelsen
 Personligsheds indﬂydelse på forret-
ningsrelationer
14. Jane Thostrup Jagd
 Hvorfor fortsætter fusionsbølgen ud-
over ”the tipping point”?
 – en empirisk analyse af information 
og kognitioner om fusioner
15. Gregory Gimpel
 Value-driven Adoption and Consump-
tion of Technology: Understanding 
Technology Decision Making
16. Thomas Stengade Sønderskov
 Den nye mulighed
 Social innovation i en forretningsmæs-
sig kontekst
17.  Jeppe Christoffersen
 Donor supported strategic alliances in 
developing countries
18. Vibeke Vad Baunsgaard
 Dominant Ideological Modes of  
Rationality: Cross functional 
 integration in the process of product
 innovation
19.  Throstur Olaf Sigurjonsson
 Governance Failure and Icelands’s
 Financial Collapse
20.  Allan Sall Tang Andersen
 Essays on the modeling of risks in
 interest-rate and inﬂ ation markets
21.  Heidi Tscherning
 Mobile Devices in Social Contexts
22.  Birgitte Gorm Hansen
 Adapting in the Knowledge Economy
  Lateral Strategies for Scientists and 
Those Who Study Them
23.  Kristina Vaarst Andersen
 Optimal Levels of Embeddedness
  The Contingent Value of Networked 
Collaboration
24.  Justine Grønbæk Pors
 Noisy Management
  A History of Danish School Governing 
from 1970-2010
25.  Stefan Linder
  Micro-foundations of Strategic 
Entrepreneurship
  Essays on Autonomous Strategic Action
26.  Xin Li
  Toward an Integrative Framework of 
National Competitiveness
 An application to China
27.  Rune Thorbjørn Clausen
 Værdifuld arkitektur
  Et eksplorativt studie af bygningers 
rolle i virksomheders værdiskabelse
28.  Monica Viken
  Markedsundersøkelser som bevis i 
varemerke- og markedsføringsrett
29.  Christian Wymann
  Tattooing 
  The Economic and Artistic Constitution 
of a Social Phenomenon
30.  Sanne Frandsen
 Productive Incoherence 
  A Case Study of Branding and 
Identity Struggles in a Low-Prestige 
Organization
31.  Mads Stenbo Nielsen
 Essays on Correlation Modelling
32.  Ivan Häuser
 Følelse og sprog
  Etablering af en ekspressiv kategori, 
eksempliﬁ ceret på russisk
33.  Sebastian Schwenen
 Security of Supply in Electricity Markets
2012
1.  Peter Holm Andreasen
  The Dynamics of Procurement 
Management
 - A Complexity Approach
2.  Martin Haulrich
  Data-Driven Bitext Dependency 
 Parsing and Alignment
3.  Line Kirkegaard
  Konsulenten i den anden nat 
  En undersøgelse af det intense 
arbejdsliv
4.  Tonny Stenheim
  Decision usefulness of goodwill 
under IFRS
5.  Morten Lind Larsen
  Produktivitet, vækst og velfærd
  Industrirådet og efterkrigstidens 
Danmark 1945 - 1958
6.  Petter Berg
  Cartel Damages and Cost Asymmetries 
7.  Lynn Kahle
 Experiential Discourse in Marketing
  A methodical inquiry into practice 
and theory
8.  Anne Roelsgaard Obling
  Management of Emotions 
in Accelerated Medical Relationships
9.  Thomas Frandsen
  Managing Modularity of 
Service Processes Architecture
10.  Carina Christine Skovmøller
  CSR som noget særligt
  Et casestudie om styring og menings-
skabelse i relation til CSR ud fra en 
intern optik
11.  Michael Tell
  Fradragsbeskæring af selskabers 
ﬁ nansieringsudgifter
  En skatteretlig analyse af SEL §§ 11, 
11B og 11C
12.  Morten Holm
  Customer Proﬁ tability Measurement 
Models
  Their Merits and Sophistication 
across Contexts
13.  Katja Joo Dyppel
  Beskatning af derivater 
 En analyse af dansk skatteret
14.  Esben Anton Schultz
  Essays in Labor Economics 
 Evidence from Danish Micro Data
15.  Carina Risvig Hansen
  ”Contracts not covered, or not fully 
covered, by the Public Sector Directive”
16.  Anja Svejgaard Pors
 Iværksættelse af kommunikation
  - patientﬁ gurer i hospitalets strategiske 
kommunikation
17.  Frans Bévort
  Making sense of management with 
logics
  An ethnographic study of accountants 
who become managers
18.  René Kallestrup
  The Dynamics of Bank and Sovereign 
Credit Risk
19.  Brett Crawford
  Revisiting the Phenomenon of Interests 
in Organizational Institutionalism
  The Case of U.S. Chambers of 
Commerce
20.  Mario Daniele Amore
  Essays on Empirical Corporate Finance
21.  Arne Stjernholm Madsen
  The evolution of innovation strategy 
  Studied in the context of medical 
device activities at the pharmaceutical 
company Novo Nordisk A/S in the 
period 1980-2008
22.  Jacob Holm Hansen
  Is Social Integration Necessary for 
Corporate Branding?
  A study of corporate branding 
strategies at Novo Nordisk
23.  Stuart Webber
  Corporate Proﬁ t Shifting and the 
Multinational Enterprise
24.  Helene Ratner
  Promises of Reﬂ exivity
  Managing and Researching 
Inclusive Schools
25.  Therese Strand
  The Owners and the Power: Insights 
from Annual General Meetings
26.  Robert Gavin Strand
  In Praise of Corporate Social 
Responsibility Bureaucracy
27.  Nina Sormunen
 Auditor’s going-concern reporting
  Reporting decision and content of the 
report
28.  John Bang Mathiasen
  Learning within a product development 
working practice:
  - an understanding anchored 
in pragmatism
29.  Philip Holst Riis
  Understanding Role-Oriented Enterprise 
Systems: From Vendors to Customers
30.  Marie Lisa Dacanay
 Social Enterprises and the Poor 
  Enhancing Social Entrepreneurship and 
Stakeholder Theory
31.  Fumiko Kano Glückstad
  Bridging Remote Cultures: Cross-lingual 
concept mapping based on the 
information receiver’s prior-knowledge
32.  Henrik Barslund Fosse
  Empirical Essays in International Trade
33.  Peter Alexander Albrecht
  Foundational hybridity and its 
reproduction 
 Security sector reform in Sierra Leone
34.  Maja Rosenstock
 CSR  - hvor svært kan det være? 
  Kulturanalytisk casestudie om 
udfordringer og dilemmaer med at 
forankre Coops CSR-strategi
35.  Jeanette Rasmussen
 Tweens, medier og forbrug
  Et studie af 10-12 årige danske børns 
brug af internettet, opfattelse og for-
ståelse af markedsføring og forbrug
36.  Ib Tunby Gulbrandsen
  ‘This page is not intended for a 
US Audience’
  A ﬁ ve-act spectacle on online 
communication, collaboration 
& organization.
37.  Kasper Aalling Teilmann
  Interactive Approaches to 
Rural Development
38.  Mette Mogensen
  The Organization(s) of Well-being 
and Productivity
  (Re)assembling work in the Danish Post
39.  Søren Friis Møller
  From Disinterestedness to Engagement 
  Towards Relational Leadership In the 
Cultural Sector
40.  Nico Peter Berhausen
  Management Control, Innovation and 
Strategic Objectives – Interactions and 
Convergence in Product Development 
Networks
41.  Balder Onarheim
 Creativity under Constraints
  Creativity as Balancing 
‘Constrainedness’
42.  Haoyong Zhou
 Essays on Family Firms
43.  Elisabeth Naima Mikkelsen
 Making sense of organisational conﬂ ict
  An empirical study of enacted sense-
making in everyday conﬂ ict at work
2013
1.  Jacob Lyngsie
  Entrepreneurship in an Organizational 
Context
2.  Signe Groth-Brodersen
 Fra ledelse til selvet
  En socialpsykologisk analyse af 
forholdet imellem selvledelse, ledelse 
og stress i det moderne arbejdsliv
3.  Nis Høyrup Christensen
  Shaping Markets: A Neoinstitutional 
Analysis of the Emerging 
Organizational Field of Renewable 
Energy in China
4.  Christian Edelvold Berg
 As a matter of size 
  THE IMPORTANCE OF CRITICAL 
MASS AND THE CONSEQUENCES OF 
SCARCITY FOR TELEVISION MARKETS 
5.  Christine D. Isakson
  Coworker Inﬂ uence and Labor Mobility 
Essays on Turnover, Entrepreneurship 
and Location Choice in the Danish 
Maritime Industry
6.  Niels Joseph Jerne Lennon
  Accounting Qualities in Practice 
Rhizomatic stories of representational 
faithfulness, decision making and 
control
7.  Shannon O’Donnell
 Making Ensemble Possible
  How special groups organize for 
collaborative creativity in conditions 
of spatial variability and distance
8.  Robert W. D. Veitch
  Access Decisions in a 
Partly-Digital World
Comparing Digital Piracy and Legal 
Modes for Film and Music
9.  Marie Mathiesen
 Making Strategy Work 
 An Organizational Ethnography
10.  Arisa Shollo
 The role of business intelligence in   
 organizational decision-making 
11.  Mia Kaspersen
  The construction of social and 
environmental reporting
12. Marcus Møller Larsen
 The organizational design of offshoring
13. Mette Ohm Rørdam
 EU Law on Food Naming
 The prohibition against misleading   
 names in an internal market context
14. Hans Peter Rasmussen 
 GIV EN GED!
 Kan giver-idealtyper forklare støtte 
 til velgørenhed og understøtte 
 relationsopbygning?
15. Ruben Schachtenhaufen 
 Fonetisk reduktion i dansk
16. Peter Koerver Schmidt
 Dansk CFC-beskatning
  I et internationalt og komparativt 
perspektiv
17. Morten Froholdt
 Strategi i den offentlige sektor 
 En kortlægning af styringsmæssig   
 kontekst, strategisk tilgang, samt 
 anvendte redskaber og teknologier for  
 udvalgte danske statslige styrelser
18. Annette Camilla Sjørup
 Cognitive effort in metaphor translation
 An eye-tracking and key-logging study
19. Tamara Stucchi
  The Internationalization 
of Emerging Market Firms: 
 A Context-Speciﬁ c Study
TITLER I ATV PH.D.-SERIEN
1992
1.  Niels Kornum
  Servicesamkørsel – organisation, øko-
nomi og planlægningsmetode
1995
2.  Verner Worm
 Nordiske virksomheder i Kina
 Kulturspeciﬁ kke interaktionsrelationer
 ved nordiske virksomhedsetableringer i
 Kina
1999
3.  Mogens Bjerre
 Key Account Management of Complex
 Strategic Relationships
 An Empirical Study of the Fast Moving
 Consumer Goods Industry
2000
4.  Lotte Darsø
 Innovation in the Making
  Interaction Research with heteroge-
neous Groups of Knowledge Workers
 creating new Knowledge and new
 Leads
2001
5.  Peter Hobolt Jensen
 Managing Strategic Design Identities
  The case of the Lego Developer Net-
work
2002
6.  Peter Lohmann
 The Deleuzian Other of Organizational
 Change – Moving Perspectives of the
 Human
7.  Anne Marie Jess Hansen
 To lead from a distance: The dynamic
  interplay between strategy and strate-
gizing – A case study of the strategic
 management process
2003
8.  Lotte Henriksen
 Videndeling
  – om organisatoriske og ledelsesmæs-
sige udfordringer ved videndeling i
 praksis
9.  Niels Christian Nickelsen
  Arrangements of Knowing: Coordi-
nating Procedures Tools and Bodies in
 Industrial Production – a case study of
 the collective making of new products
2005
10.  Carsten Ørts Hansen
  Konstruktion af ledelsesteknologier og
 effektivitet
TITLER I DBA PH.D.-SERIEN
2007
1.  Peter Kastrup-Misir
 Endeavoring to Understand Market
 Orientation – and the concomitant
 co-mutation of the researched, the
 re searcher, the research itself and the
 truth
2009
1.  Torkild Leo Thellefsen
  Fundamental Signs and Signiﬁ cance 
effects
 A Semeiotic outline of Fundamental
 Signs, Signiﬁ cance-effects, Knowledge
 Proﬁ ling and their use in Knowledge
 Organization and Branding
2.  Daniel Ronzani
 When Bits Learn to Walk Don’t Make
 Them Trip. Technological Innovation
 and the Role of Regulation by Law
 in Information Systems Research: the
 Case of Radio Frequency Identiﬁ cation
 (RFID)
2010
1.  Alexander Carnera
 Magten over livet og livet som magt
 Studier i den biopolitiske ambivalens
